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said Sone people feel that Retirement Income policies are 
7 . . ° ° 
not practical for them because the premiums seem high 
and perhaps burdensome. 
ton 
Of course, if a man is planning to perpetuate his entire 
ERS ; : 
ork salary after retirement, it would 
City cost him considerable money to buy enough Retirement 
Income 60 or 65 to enable him to do this. 
— Many men overestimate the size of the income that they 
are likely to need after they retire. They forget that as 
~— iN Be = a man grows older, some of his 
_ : es Neo) wants grow less, some needs cease to exist. Many things 
rant 4 ° . — . ° 
that seem important during the thirties or forties are not 
essential in later years. 
There are a lot of prospects who think of how they 
will spend their retirement years. 
ac . 
When you solicit a prospect for a retirement Income 
f 60 or 65 in The Travelers, you are just showing him how 
y, easy it is to accomplish something that he already wants 
” to do. 
dhio 
3 (S/ 
are del Retirement Contracts by The Travelers are of great variety. There is one that 


will fit each kind of prospect. They are businesslike contracts for business men. 
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re these your hands? 


—tied by fear—with money in them 
you are afraid to release ? 





A Life Insurance 

Investment Is a 

Solution to the 
‘‘Hoarding 
Problem.”’ 





Anyone can release his dollars 
through his life insurance into fields 
of active usefulness—with perfect 








safety. 


Life Underwriters can well be proud 
of their work. 


The Lincoln National Life Insurance Co. 
Fort Wayne, Indiana 


A full line of investment contracts—Annuity, Endowment Annuity, Retirement Income and 
single premium policies are available through our Company 
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Thirty-Sixth Year No. 16 


New Premium Plan 
Is Expected Soon 





Important Company Will Offer 
Large Down Payment 
System 





SIGNIFICANT CONCEPTION 





Insurer Adapting Itself to Need for 
Flexible Depository for Sur- 
plus Funds 





NEW YORK, April 14—Agents and 
companies alike these days are groping 
for a new conception of life insurance 
which will embrace its function in a 
changed social and economic order, A 
definition of the purpose, and underly- 
ing philosophy of life insurance is being 
sought. The somewhat bitter contro- 
versy between advocates of insurance 
as an investment and proponents of in- 
surance largely as a mortuary fund is 
an indication that the business is striv- 
ing to reach its true sphere of useful- 
ness in a day when values are being 
tragically revised. 

The discussion about life insurance 
today is vital. Features of life insur- 
ance, which heretofore have been re- 
garded as sacred cows, are now privi- 
leged questions for discussion. Intelli- 
gent and serious thought is being de- 
voted to the business. 

New Instalment Plan 


An important new conception will 
soon emanate from one of the large non- 
participating companies. Officers of 
this company are challenging the tra- 
dition of the instalment system of pre- 
mium payments in life insurance. They 
say that no other form of property, 
which may be purchased on a deferred 
basis, is financed like life insurance. 
Bonds and stocks may be bought on 
the partial payment plan, but a sub- 
stantial down payment, percentagewise, 
's demanded. Subsequent payments are 
scaled down, but the original payment 
calls for a real immediate investment. 
The assumption is that the investor has 
‘ound a place for his surplus funds and 
's willing to make a substantial outlay. 
Real estate purchases are financed, nor- 
mally, by an original payment much 
arger than subsequent payments. 
there, msurance company cited, believes 
-_ — ps. Bae age oor applying much 
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Single Premium Different 


— the idea of a life insurance 
plus. fur a as depository for sur- 
in tl a of individuals is recognized 

‘he single premium forms and in an- 


. > . 
am sees single premium forms 
Wealth “Fare largely to persons of 
aaa = or the vast majority of in- 
fon Ouyers, the single premium 


p forms are not suitable. 
(CONTINUED ON LAST PAGE) 
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Policy Premium Notes, Loans 
for Last Two Years Compared 





Premium notes and loans to policy- 
holders increased 20 percent in 1931, the 
total at the end of the year being $3,- 
542,521,926, compared with $2,951,273,- 
810 in 1930. This was an increase of 
$591,248,116. The figures which are 
compiled by the Unique Manual Digest 
give the loans and notes outstanding at 
the end of 1931 and 1930 for the individ- 
ual companies: 


1931 1930 
$ $ 
Abr. Lincola L.. 1,964,341 *476,875 
Acacia Mut..... 11,807,484 9,096,508 
Acme Life, Tex 42,789 8,685 
Aetna Life...... 66,233,694 


108,209 
577,345 
1,168,542 
4,221,213 
1,026 
566,087 


Am. Bankers, Il. 
Amer. Central.. 
Am. Citizens, O.. 
Am. Home, Kan. 





American, Ala.. ee Se ce 
American, Col.. 961,061 840,996 
American, Mich. 4,113,814 3,530,061 
Am. Med., Wash. 322 

Am. Natl. Mo... 742,308 

Am. Natl., Tex.. 5,472,306 

Am. Res., Neb... 55,68 

Am. Sav., Ind... 

Am, Savings, Mo. 


Thrift, Neb. 
Union, Mo.. 
Amicable, Tex.. 
Atlantic, Va.... 
Atlas, Okla. 

Baltimore Life.. 
Bankers, sow 
Bankers, Neb... 
Bank. Nat., N. J. 
Bank. Res., Neb. 
Beacon, Okla... 
Beneficial, Utah 
Berkshire pane 
Boston Mutual.. 
Brooklyn, Natl.. 
Builders, Ill.... 
Bus. Men's, Mo.. 
Canada Life.... 
Capitol, Colo.... 
Carolina Life... 
Cedar Rapids, la. 


Am. 
Am 





» : 

2,699,474 

130,002 
862, 









Central, Ili..... 1,939,328 1,673,528 
COOGEE, Bsc cces 7,627,186 6,124,143 
Central, Kan ay 662,461 
Cent. States, Mo 4 Q 2,706,080 
Chicago Natl... 246,575 


4,138 
316,796 
ane 


Citizens, La..... 
Colonial, N. J... 
Colorado Life... 
Columbia Life.. 
Columbian Mut. 
Columbian Natl. 
Columbus Mu., O. 
Commonwealth.. 
Conn. General.. 
Conn. Mut...... 
Conserv., 
Coneserv., 1 
Contl. Amer.... 3, 
Contl. Assur., Ill. 3 
Contl, D. C 
Contil., Mo.....- 4, 
Contl. Nat., Col. 
Cosmopol., 
Cosmopol., 
Cos. Old L.. 
Country Life, Il. 
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Crown, Canada.. 2.928.441 2.34% 334 
Detroit Life.... 1,983,294 1,651,014 


Dixie Atlas 
Repub., Tenn 





Durham L., N. C. 137,007 
Domestic 

L. & A., Ky... 16,804 
Eastern, N. Y... 59,603 
Emp. L.&A., Ind. 191 








Equitable, N. Y. 326, 223,196,478 
Equitable, D. C. 520, 424,744 
Equitable, Iowa 551, 21,506,376 
Equity L., Neb.. 116, 76,663 
Eureka-Md., a 700,985 574,878 
Farm. & Bank.. 2,715,661 2,336,830 
Farm. & Traders 609,304 446,216 


130,348 
2,420,710 
1,491,723 


Farm, Un. M., Ia. 
Federal Life, 
Fed. Res., Kan.. 








Fed. Union, O.. .937 540,305 
Fidel. Mut., Pa 7 ) 18,184,068 
Fidel. Un., Tex.. 116,793 34,444 
Franklin L., Ill. 8,496,746 7,476,001 
Un. Natl. (Gem 

City), W. Va. 331,063 277,768 





Geo. Washing- 
ton, W. Va.... 
Girard Life, Pa. 
Globe Life, Ill.. 
Gr. Amer., 
Natl, Tex 
. Northern, 
Repub., Cal. 
Gr. Southn., Tex. 
Great West, Can. 
Gr. Western, Ia. 
Guar. Mut., Neb. 
Guar. Sec., Kan. 
Guar, Inc., La.. 
Guar. Life, Ia.. 
Guar. Life, Ga.. 
Guard. L., N. Y. 
Gulf Life, Fla.. 
Gulf States, Tex. 
Hamilton N., Cal. 
Harvester, 
Hawkeye, 
Home Fr., ] 
Home Life, 
Home Life, 
Home Sec., N. C. 
Home State, Ok. 
Illinois Bankers 
Illinois Life.... 
Imperial, N. C... 
Independ., Tenn. 
Indianapolis L.. 
Internatl, Trav.. 
Inter-South., Ky. 
Inter State Life 
& Acci., Tenn. 
Jefferson Stand 
John Hancock.. 
Kansas City, Mo. 
Kansas L., Kan. 
Knights L., Pa.. 
LaFayette, Ind. 
Lamar L., Miss.. 


Pa.. 


Liberty L., Kan. 
Liberty N., Ala.. 
Life & Cas., Ill. 
Life & C., Tenn. 
[re GE Wisco cee 
Line. Lib., Neb. 
Line. Natl, Ind. 
Line. Res., Ala 
Manhat, N. Y 


Manufact., Can.. 


Mass. Mutual... 
Mass. Protect... 
Mass. Sav. Bank 


Metropolitan 
Michigan Life.. 
Mid Cont., Okla. 
Midland, Mo.... 
Midland, O..... 
Midland N., 8. D. 
Midwest, Neb... 
Ministers’ et 
Minnesota Mut.. 
Miss. Val.. 
Missouri State.. 
Mo. Valley, Neb 
Modern, Minn... 
Monarch, Mass.. 
Montana Life... 
Mutual Benefit.. 
Mut. Life, Md 
Mut. Life, N. Y. 
Mut, O. Line, Ia. 
Mut. Trust, Il 
Nat. Equity, Ark. 
Nat. Fidel., Mo 


Nat. Guard., Wis 
National L. & A. 
Nat. Life, Ia.. 
Nat. Life, Vt. 
Nat. Life, U.S.A 
Nat. Old L., Ark 
Nat. Old L., Kan 
Nat. Res., Kan. 
Nat. Un., Wash 
New Eng. Mut 


Me, Be EdeOcccvcs 
No. Amer. Can.. 
No. Amer., Ill. 
No. Amer. 

L. & C., Minn 
No. Car. Mut 


Northern, Wash. 
Northn. St., Ind. 
Northland, Minn. 
Northwestern 

L. & A., Wash. 
N. W. Life, Neb. 
? Mutual.. 





1931 
$ 


1,748,415 
1,492,686 
44,168 
29,144 


1,006,883 
1,510,407 


721,186 





1 

1, ' 
4,192,068 
1 





,410,95 

2,345,737 
79,479, 
7,768,927 
2,196,009 


54,834 
818,893 
788,591 
,663,413 
494 


—ts 


13,249 
189,496 
215,012,341 


(CONTINUED ON LAST 


1930 





106,649 
,822,802 
.384,934 
,044,751 
565,410 
180,234 


970,661 
1,369,423 
3,290,009 
1,285,663 

990,848 

158,158 
4,726,914 

660,945 


37,527,362 
24 

237,206 
17,460 
2,755,312 
125,511,365 
86,221 
169,221,242 


5,119,842 





“ro 





PAGE) 














2 


$3.00 Per Year, 15 Cents a Copy 


Ban Fear of Future 
Duffield Advises 


Production Should Inspire 
Courage, Prudential 
Head Says 


1931 


1000 AT ANNUAL MEET 


Assistants and Star Pro- 
ducers Gather in Newark for 


Four Day Conference 


Managers, 


NEWARK, N. J., April 14.—Uncon- 
cerned with the long overdue return ol 
but with a 


faith in their power to meet business 


prosperity, strengthened 


conditions as they are, more than 1,000 


superintendents, managers, and out 
standing assistant superintendents and 
managers, as well as star brokers and 
full-time agents gathered for the Pru- 
dential’s annual four-day business con- 
ference, held their closing session today 
at the home office. Tonight more than 
1,200 will attend the annual banquet at 
the Hotel Commodore in New York. 
President E. D. Duffield opened the 
general session Monday with an inspir- 
ing talk in which he cited the company s 
record production of $2,600,000,000 in 
1931. With such a record under the 
trying conditions of last year, Mr. Duf- 
field declared, no one need have any 
fear for the future. He pledged the 
company’s cooperation in a campaign o! 
newspaper and magazine advertising, 
and expressed his deep personal appre- 
ciation of the volume of business writ- 
ten in his honor on the occasion of his 
25th anniversary with the Prudential. 


Harder Work Urged 


Vice-president Franklin DOlier, 
pointing out that each year the Pru- 
dential has secured a little larger share 
of the total life insurance business, 
urged his hearers to work a little harder 
in 1932 than in 1931. He said that 
while perhaps the industry displayed in 
1931 could hardly be improved on, yet 
the experience gained in the past year 
should make it possible for those in the 
field to aid their co-workers much more 
intelligently than formerly. 

‘ice-president J. W. Stedman gave 
some interesting figures showing the 
company’s strong position, both as to 
liquidity and investments in general. 
He cited the company’s favorable ex- 
perience in disposing of property which 
it had been forced to acquire under fore- 
closure, and showed that even if fore- 
closures were to increase at an absurdly 
high rate and have to be sold at a heavy 
loss, the result would not come any- 
where near exhausting the fund set up 
against such contingencies. 

Radiate Confidence 


Vice-president F. I. Hamilton urged 
his hearers to radiate in their respective 
communities a spirit of confidence. Vic- 
tory over the depression cannot be won 

(CONTINUED ON PAGE 20) 
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Metropolitan Managers to 
Meet in Annual Convention 


PRESIDENT ECKER TO PRESIDE 


Theme of “Leadership—Today and To- 
morrow” Selected for Big Gather- 
ing in New York 


The annual managers’ convention of 
the Metropolitan will be held in New 
York April 26-28, President F. H. Ecker 
will preside. Twelve hundred delegates 
will attend, including district managers 
in the United States and Canada and a 
number of assistant managers and 
agents. 

The theme will be “Metropolitan 
Leadership — Today and Tomorrow.” 
Business sessions will be largely devoted 
to reports and addresses by officers. 
Heading. the program the first day will 
be an address and report by President 


Ecker. He will be followed by Vice- 
president L. A. Lincoln, Second Vice- 
president H. W. George, Treasurer 


F. W. Ecker, Third Vice-president L. I. 
Dublin and Third Vice-president D. B. 
Armstrong. 

Subjects of Addresses 


George will discuss “Our Rela- 
Mr. F. W. Ecker, 


Mr. 
tions with Banks.” 
“Investment Principles,” Dr. Dublin, 
“Public Health Relations;’ Dr. Arm- 
strong, “Policyholders’ Health and Wel- 
fare—Past and Present.” 

The program for other sessions is: 


April 27 
“The President,” F. O. Ayres, first vice- 


president; S. M. LaMont, third vice- 
president. 
J. D. Craig, actuary, “The Company's 


Investigations in the Field of Social In- 
surance.” 

J. L. Madden, third vice-president, “The 
Plus Values in Metropolitan Service.” 

A. C. Campbell, third vice-president, 
“Selling Retirement Plans—the Field 
Man’s Opportunity.” 

R. V. Carpenter, actuary, “Advances in 
the Field of Industrial Insurance.” 

F. M. Smith, third vice-president, 
“Service to Industrial Policyholders.” 


April 28 


“The President”; E. H. Wilkes, 
vice-president; J. E. Kavanagh, 
vice-president. 

H. E. North, third vice-president, “Put- 
ting Modern Methods Into Sales Educa- 
tion.” 

F. J. Williams, third vice-president, 
“Some Experiences on Loans as Related 
to Lapses.” 

H. D. Wright, third vice-president, 
“Our Present Opportunities.” 

W. C. Fletcher, secretary, “Relation of 
Routine Detail to Successful Produc- 
tion Records.” 

Samuel Milligan, 
“Ordinary Trends.” 

S. M. LaMont, third 
“Production Plus Conservation 
Accident and Health Branch.” 


The final event will be a banquet at 
the Hotel Astor the last evening. 


second 
second 


third vice-president, 


vice-president, 
in the 


Insurance Commissioners 


Undecided on June Meeting 


It has not been decided yet whether 
the executive committee of the National 
Convention of Insurance Commissioners 
will meet in June as customary. At 
the Portland annual meeting the com- 
missioners voted not to hold a June 
meeting as a convention. However 
there seems to be a demand for a con- 
ference of commissioners and therefore 
it is stated the executive committee may 
decide to call a meeting and invite all 
the commissioners to attend. There are 
numerous problems of a paramount na- 
ture before insurance commissioners at 
this time. Therefore many feel they 
would like to have a general confer- 
ence to talk over individual cases and 
agree upon some uniform treatment. 








Takes New Post 














GEORGE L, GROGAN 


George L. Grogan, former vice-presi- 
dent and agency manager of the Bank 
Savings Life of Topeka, Kan., whose 
appointment as vice-president of the 
Federal Reserve Life of Kansas City, 
Kan., in charge of agencies, was chron- 
icled in THE NATIONAL UNDERWRITER last 
week, has a fine background of life in- 
surance experience, is a student of the 
business and one of the pioneers in the 
visual selling idea as applied to life in- 
surance. When he joined the Bank Sav- 
ings it was operating only in Missouri 
and Kansas and before he resigned the 
company operated in ten states. 


Double Company’s Sales 
He started with the Bank Savings as 
actuary a little over 11 years ago and 
some two years later took over agency 


work. Within four years under his di- 
rection the company’s business had 
doubled. Formerly for five years he 


was with the Bankers Life of Kansas. 
His record in agency development, taken 
with his fine general experience in other 
departments, materially augments the 
Federal Reserve’s organization which is 
now being rounded out with a strong 
executive personnel. 

President B. F. Bushman, who has 
had executive direction of the Federal 
Reserve for two years, is hanging up a 
good record. Mr. Grogan is an _ active 
member of the Life Agency Officers As- 
sociation, keenly interested in the labora- 
tory work being done by the Life In- 
surance Sales Research Bureau, and has 
been a regular attendant at the joint 
meetings of these organizations and 
meetings of the American Institute of 
Actuaries and National Association of 
Life Underwriters. 


Expect 1,500 to Take Examination 


It is generally thought that 1,500 life 
men will take the C. L. U. examination 
in June. Candidates are asked to file 
their applications well before May 20, 
which is the last date. Applicants have 
to be investigated as to moral standing 
and education before they are permitted 
to take the examination. 


Estate Depreciates 83 Percent 


Federal Judge Faris has ordered a 
final distribution of the estate of Ehr- 
hardt D. Franz, the bulk of which con- 
sisted of stock in the Burroughs Adding 
Machine Company, in St. Louis. 

Life agents and their clients will be 
interested to know that at one time the 
paper value of this estate was $27,000,- 
C00, but its indicated present value, on 
the basis of current stock market quo- 
tations, is about $4,517,000, and if all 
of the securities were dumped on the 
market at this time they would prob- 
ably net considerably less. 





Program of Dallas Meet of 
Advertising Men Announced 


MANY HEADLINERS ON CARD 


Speakers Include H. L. Seay, L. A. 
Jacobs, Rex Magee, Frank Ennis, 
John W. Murphy 


All plans have been completed for the 
coming life group round table meeting 
of the Insurance Advertising Confer- 
ence in Dallas, April 17-19. Indications 
are that this will be one of the best 
attended and most enthusiastic meetings 
held in the four years of its existence. 

Entertainment features include two 
dinners, a sight-seeing tour of Dallas, a 
joint meeting with the Dallas p= mew Seg 
ing League and attendance on the Dal- 
las Advertising League’s annual frolic. 

Speakers for Monday, April 18, in- 
clude Harry L. Seay, president South- 
land Life of Dallas; C. C. Fleming, edi- 
tor of publications Life of Virginia; 
Seneca M. Gamble, assistant agency 
manager Volunteer State Life; A. C. 
“Tex” Bayless, Houston, district man- 
ager Southland Life; Alfonso Johnson, 
manager Dallas Insurance Exchange; 
David W. Gray, Jr., advertising mana- 
ger Trinity Fire-Universal Automobile, 
Dallas; Don Coates, publisher “Texas 
Insurance.” 


Conservation Discussion 


There will be round table discussions 
on “Conservation,” “Sales Promotion” 
and “Advertising for the Younger Com- 
panies,” led by Mr. Gamble; H. G. 
Mitchell, assistant sales promotion man- 
ager Jefferson Standard Life, and S. J. 


Hay, president Great National Life, 
Dallas. 

Tuesday’s speakers include T. J. 
Hammer, director agency service Pro- 
tective Life; Lorry A. Jacobs, director 
public relations Southland Life; Rex B. 
Magee, advertising manager Lamar 


Life; Bert N. Mills, secretary Bankers 
Life of Iowa and president of the In- 
surance Advertising Conference; John 
W. Murphy, director public relations 
Pan-American Life; Frank S. Ennis, 
advertising manager America Fore com- 
panies; W. T. Murphy, eastern mana- 
ger “The Insurance Salesman,” and J. 
J. Jasper, managing editor “The Insur- 
ance Field.” 

There will also be round table dis- 
cussions on subjects selected by those 
present. 

Three cups will be presented for com- 
petitive exhibits of insurance advertis- 
ing with John W. Murphy as chairman. 

Mr. Magee is chairman of the meet- 
ing, with Mr. Jacobs as head of the 
local committee. 


Former Alabama Company 
Head Gets Five-Year Term 





BIRMINGHAM, ALA., April 14.— 
Joe L. Little, Eureka Springs, Ark., was 
sentenced to five years in prison and 
fined $10,000 on conviction in federal 
court here for using the mails to defraud 
while president of the defunct Citizens 
Life of Huntsvile. Two other former 
officials of the company who pleaded 
guilty were also sentenced. Almiron 
Hall, Little Rock, was placed under five 
years’ probation and fined $10,000 and 
C. W. Russell, Springfield, Mo., was 
sentenced to 15 months in prison and 
fined $5,000. Three others who pleaded 
guilty will be sentenced Monday. 

After failure of the government to 
make out a case, Judge Grubb ordered 
the dismissal of charges against A. W 
Briscoe, former Alabama commissioner, 
and two other defendants. 

The company, according to a report 
made by the receiver to the federal 
court, was organized without any cash 
capital and money paid in by stock- 
holders and policyholders was diverted 
to the pockets of the promoters, 





Annuities to Be Discussed 


at U. S. Chamber Conventio, 
“JOB AHEAD” MEETING THEM 


Growing Interest in Problem of Provij, 
ing for Retiring Aged Employes 
Says Strawn 


WASHINGTON, April 13.— Insy 
ance questions of importance will con 
before the annual meeting of the Chay 
ber of Commerce of the United Stat. 
in San Francisco, May 17-20. 

Prominent business executives fro 
all parts of the country will take up var. 
ous aspects of commercial and industri 
readjustment now taking place in {i 
business world. Under the general! hea 
ing of, “The Job Ahead,” attention y 
be given to the banking and credit sy: 
tem, railroads, government expenditure 
and taxation, construction, silver ap 
copper, agricultural policy and a host ¢ 
other subjects now pressing for solution 

An entire group session has been s¢ 
aside for consideration of insurance 
topics. The first general subject will 
accumulation of reserves through annv- 
ities. This discussion will take into cop. 
sideration the extent to which the di 
ferent forms of annuities have bee 
adopted by individuals and in the estab- 
lishment of retirement systems ani 
whether annuities are preferable to state 
old age pensions. 

Growing Interest in Annuities 


In commenting on the insurance sub 
jects Silas H. Strawn, president of the 
chamber, said: “There is a growing in 
terest on the part of the public in the 
annuity field. Comparatively little is 
known generally, however, about ann 
ities, their usefulness to the individu 
in furnishing an income during his old age 
and to employers in providing for the 
super-annuated worker. The institution 
of insurance has developed plans to take 
care of this problem on a sound basis. 

“There has developed a demand for 
legislation to provide old age ‘pensions 
out of public revenues. Can we exped 
satisfactory results from legislative com 
pulsion or is the better approach throug! 
voluntary methods and individual thrift? 
What constructive measures can_bus: 
ness offer to meet such legislation? 


Clark Pleads That Public 


Have Faith in Insurance 


DES MOIN NES, April 14.—In a pub 
lished letter Commissioner E. \W. Clarh 
of Iowa makes a plea for faith in insur 
ance and insurance companies. 

The policyholder to whom the letter 
was written was advised to keep | 
policy in force. It was explained that 
any creditor, policyholder or stockholder 


of an insurance company might bring 
suit asking appointment of a receiver 
but that this does not mean a receive 
will be appointed. The petitioner mu 

prove his case, Mr. Clark said. He de- 
scribed a life insurance policy as th 

holder’s most valuable asset. 

“This department’s advice to you 
tc keep your life insurance in force, Pa 
your premiums promptly, and dont pe 
mit your insurance to expire or lapst 

Mr. Clark warned policyholders to ff 
gard with suspicion anyone advisig 
them to make changes or manipulations 
in policies already in force. He also a 
vised against borrowing on policies | 
anvthing not urgently necessary _ 

The commissioner warned again 
listening to “whispered stories” regat® 
ing the solvency of companies 4m 
branded most of them as lies. “Inst 

mathe 
Jont 


ance has been worked out to 
so sit pretty . 
he wrote. “Have confidence an 


This department t is doing 
for the pro tec- 


matical certainty, 
worry,” 
a little faith. 
everything in its power 
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tion of the policyholders. 
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Louisville Company Restrained 
from Operating—Hearing 
April 16 


INTERLOCKING IS BLAMED 


Dorsey Structure Will Crumble If Inter- 
Southern Is Insolvent—Security 
Life Will Be Affected 


LOUISVILLE, April 14.—Following 
a long period of turmoil in its affairs re- 
ceivership action has finally been brought 
against the Inter-Southern Life of 
Louisville. Petition was filed in the 
Franklin circuit court at Frankfort by 
Auditor Talbott in the name of Acting 
Commissioner Brown asking that a re- 
ceiver be named and that the company 
be restrained from further business op- 
eration until further orders of the court. 
A temporary restraining order was 
issued by Judge Ford, and he set a hear- 
ing for April 16. 

Commissioner Brown charged that the 
company was insolvent, has exceeded its 
powers, and continued operation would 
injure the public and policyholders. 

The petition recites that after an ex- 
amination Mr. Talbott believes the 
Inter-Southern is insolvent. 


Cancels Security’s License 


At the same time Mr. Brown cancelled 
the Kentucky license of the Security 
Life of Chicago, which owns control of 
the Inter-Southern, which, in turn, holds 
approximately one-third ‘of the capital 
stock of the Missouri State Life. 

The Inter-Southern’s chief difficulty 
has been its holdings of Missouri State. 

Insurance commissioners of the five 
states participating in the examination 
of the Inter-Southern have been dis- 
satisfied with its reserve, and have been 
endeavoring to work out some plan to 
set up a syndicate or trust organization, 
with the program of having Inter- 
Southern gradually divert itself of its 
Missouri State stock. 

_ About two weeks ago a conference of 
tour of the commissioners was held in 
Louisville. Dissatisfaction was expressed 
regarding the financial setup and man- 
agement of the Inter-Southern, with 


arguments made favoring removal of 
Machir J. Dorsey as president, along 
with a number of the directors, and 
favoring a plan for replacement with 


Louisville directors, and perhaps a presi- 
dent from Louisville, and it was known 
that an effort was made to secure a loan 
irom the Reconstruction Finance Cor- 
poration 

Meetings Are Postponed 


A meeting of directors of the Inter- 
Southern Life was scheduled for April 4, 
but was postponed until later in the 
week, and again postponed until the fol- 


lowing week. It was understood that 
of x 
at this n 1eeting Mr. Dorsey planned to 
resign, along with a number of other 
di rectors. 

It also became known about a week 


ago that a program had been about com- 
pleted wh ereby a new board of trustees 
‘or handling the Security controlled 
stock in the Inter- Southern Life would 


be composed of Federal Judge Charles 
L Daws nm, Louisville; Judge Ernest S. 
Hall ¢, Louisville, and Stephen Paul, of 
u pte & Co., New York, instead of 
CE, hir J. Dorsey, Harry S. Tressel and 
Edwin Johnson, all of Chicago. 
co ~ eg Caldwell loaded up _ Inter- 
. neonpie With approximately 150,000 
‘ares of the Missouri State Life, at 


Prices said to have been $80 to $88 per 




















Tebbetts Leaped Into Publicity 
As Result of Coolidge Incident 








ST. LOUIS, April 14—‘The only 
person ever able to make anything out 
of a speech by Calvin Coolidge,” is the 
description of a Democratic wit in St. 
Louis in commenting on the incident 
whereby L. B. Tebbetts, insurance broker 
of this city, got $2,500 from the ex- 
President and a letter stating that he did 
not mean any personal offense when he 
made the now famous radio talk for the 
New York Life, Oct. 6. Mr. Tebbetts 
brought a $100,000 damage suit for libel 
and slander at Springfield, Mass., against 
Mr. Coolidge and one against the New 
York Life. 

Soft Spoken and Mild Mannered 


While life insurance men look askance 
on Mr. Tebbetts and his so-called pure 
protection campaign, they were naturally 
curious to know what sort of a chap he 
is. Word got around that he had the 
appearance of a prize fighter and was in- 
clined to be extremely pugnacious. Look- 
ing across the table Mr. Tebbetts does 
not impress one as being the fighter 
type. He is soft spoken and mild man- 
nered. He may have the mind of the 
semi-fanatic in his advocacy of his type 
of insurance. Naturally he takes con- 
siderable pride in the fact that he re- 
ceived a letter from Mr. Coolidge. Mr. 
Tebbetts continues his suit against the 
New York Life because of the radio 
talk and the reprint of it in pamphlet 
form. He states that immediately after 
the broadcasting he wired Mr. Coolidge, 
warning him not to further circulate the 
talk 


Mr. Tebbetits’ Career 


Tebbetts is a native of St. Louis, 
having been born here in February, 
1887. He was in other lines of business 
but entered life insurance selling in Jan., 
1927, connecting with the Equitable Life 
of New York. While acting as an agent 
for this company he evidently became 
imbued with the fact that insurance and 
investment should not be combined in 
the same policy. He prepared a paper 
for presentation at an agency meeting, 
giving his views, and sent it to John A 
Stevenson, who was then vice-president. 
Mr. Stevenson returned it with no par- 
ticular criticism except he counseled Mr. 
Tebbetts to set it aside for a year, but 
Mr. Tebbetts did not do so. He went to 
New York to present his ideas to offi- 
cials of the Equitable. On his return to 
St. Louis after a fortnight he was in- 
formed that they had rejected his sug- 
gestions. 

He then left the Equitable and went 
into the independent brokerage field, con- 
necting with a fire and casualty agency. 
It was in 1928 that he met Earl Salis- 
bury, who put him in touch with J. P. 
Sullivan, who was St. Louis general 
agent of the Lincoln National. His ideas 
coincided with those of Mr. Sullivan 
The “Emancipator policy” that later be- 
came famous in the Sullivan controversy 
was brought out and it embraced Mr. 
Tebbetts’ general ideas about life insur- 
ance. Up to 1928 he had specialized in 
selling annuities, _aenceaaitd for the 


Mr. 








share. This ei has bien pane by 
the Kentucky department at $54 for re- 
serve purposes, Which has meant that 
more than $8,000,000 of its reserve was 
Missouri State stock, figured at nearly 
ten times what such stock may be 
bought for in small lots in St. Louis, 


while as a matter of fact considerably 
more than $8,000,000 represented its 
actual investment in Missouri State 
stock. 


About a year ago the company placed 
a $500,000 mortgage on its home office 
building in order to raise ready cash. 

For a year or more the company’s en- 
deavor has been to hang on and keep 
going. Its new business became negli- 
gible and it quit a number of states. 

In December, 1930, a suit was brought 

(CONTINUED ON PAGE 22) 





| ’ | Radio Station Will Fight 








TEBBETTS, St. 


LEWIS B. Louis 


Massachusetts Mutual and had sold little 
term insurance up to that time. 

As the new year dawned in 1929, he 
became discouraged in getting companies 
to accept his insurance ideas and he be- 
gan then to start his c campaign with the 
general public on the plan of separate 
policies. He published a book entitled, 
“Life Insurance—Its Fallacies and Pos- 
sibilities. The Advantages of Term In- 
surance and Separate Investment.” He 
had brokerage contracts with some gen- 
eral agencies and they were abrogated. 
He brought forth his book, “Life In- 
surance Simplified.” It was claimed that 
this booklet brought about the rupture 
between the Lincoln National on the 
one side and General Agent Sullivan and 
Mr. Tebbetts on the other. In 1930, 
Mr. Tebbetts found some $1,250,000 re- 
jected by the Lincoln National on the 
“Emancipator policy.” He brought suit 
in the federal court to collect some 
$19,000 commission on this business. 


Many Suits Were Filed 


Things began to pop in St. Louis. The 
St. Louis Life Underwriters Association 
and a number of general agents began 
a crusade to combat the Sullivan-Teb- 
betts’ machine. Early in 1930, Mr. Teb- 
betts filed damage suits against 31 com- 
panies and 33 general agents and com- 
pany officials for alleged conspiracy. 
Then later he filed more damage suits 
against seven general agents and seven 
individuals for alleged libel. The latter 
action is based on a letter written to 
the Missouri insurance department by a 
joint committee of the general agents 
and managers department of the St. 
Louis Life Underwriters Association. 

Mr. Tebbetts has adopted a program 
that he finds consistent in selling term 
insurance and annuities in separate con- 
tracts. 


Insurance Broadcast Order 


The Hopkinsville, Ky., broadcasting 
station which was ordered by Acting 
Commissioner Brown of Kentucky to 
stop acting as insurance agent plans to 
test his authority to issue such an order. 
This station has been advertising a 
Missouri accident company and does 
not consider that it is acting as an agent 
in making the announcement concern- 
ing the details of the company’s con- 
tract any more than it would for any 
other business concern which it adver- 
tises. 





The Detroit Supervisors Association at 
a recent meeting set the dues at $2 a 
year. Bryson Loughridge presided. 


Production Level 
Remains Steady 
A. L. C. President Reports Public 


Evidently Appreciating Value 
of Life Insurance 


LAIRD REVIEWS SITUATION 


Higher Type of Salesmen and Better 
Methods of Presentation Are 
Noted by Executive 





Life insurance production of the 
United States and Canada in the first 
quarter of 1932 was maintained at about 
the level of a year ago, J. M. Laird, 
president American Life Convention, re- 
ports, thus indicating that in spite of 
reduced national buying power resulting 
from the world-wide depression, this 
“has been largely offset by a greater 
appreciation of the value of life insur- 
ance in times of stress.” 

However, Mr. Laird notes in entering 
the second quarter that the stock market 
hints that the process of business and 
financial readjustment is not yet com- 
pleted, perhaps due to uncertainty about 
the effects of tax legislation and hesi- 
tancy to make commitments until the 
political situation in this presidential 
year is settled, or at least clarified. 


Notes Great Britain's Position 


“One of the most encouraging fea- 
tures is the way in which Great Britain 
has emerged from her financial diffi- 
culties in 1931,” Mr. Laird comments. 
“She has already balanced her budget 
and restored world-wide confidence in 
the pound. This shows what can be 
accomplished in even a few months by 
a methodical and determined people 
united under constructive leadership. 

“In the United States the first quar- 
ter of 1932 has been marked by a restora- 
tion of confidence in financial institu- 
tions. There has been a notable dim- 
inution in bank failures. Many banks 
which had already failed are being re- 
organized and in some cases reopened. 
Savings banks which had imposed a 
90-day restriction on withdrawals are 
now meeting all cash requirements. 
Evidently the work of the Reconstruc- 
tion Finance Corporation and the Presi- 
dent’s anti-hoarding campaign have 
eased the financial pressure and restored 
confidence in the nation’s leading finan- 
cial institutions. 


Carriers Take Big Part 


“In this difficult period of financial 
readjustment, life insurance companies 
have played an important part. Not 
only have they paid all death losses and 
disability claims promptly but they have 
advanced enormous sums to distressed 
policyholders in the form of loans. 

“Today one of the great problems fac- 
ing life insurance is to tide policyhold- 
ers over this difficult period without let- 
ting them sacrifice the family protec- 
tion. The policy loan should be taken 
only as a last resort; even then it should 
be kept down to a minimum figure and 
definite plans made for repayment at a 
fixed time or in monthly installments. 

“Farsighted agents who in normal 
times devote perhaps 80 percent of their 
time to producing new business and only 
20 percent to maintaining old business 
are now spending fully 50 percent of 
their time in service to old policyholders 
designed to keep the full coverage in 


force. 
High Type of Salesmen 


“Six months ago a high-grade sales- 
man for stocks and bonds suddenly lost 
his job through no fault of his own and 
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Protest Against 
New Rate of Tax 


Discrimination Between Com- 
panies Pointed Out by Life Men 
Before Senate Committee 





UNFAIRNESS ALSO SHOWN 


Disproportionate Increase of 125 Per- 
cent Compared with 12% Percent 
on Other Corporations 


WASHINGTON, D. C., April 14.— 
Strong protests against insurance pro- 
visions of the revenue bill passed by the 
House of Representatives April 1 as 
more than doubling the taxes upon life 
companies were laid before members of 
the Senate finance committee April 11 
by representatives of insurance. 

The industry, it was indicated, is will- 
ing to accept the 13% percent corpora- 
tion income tax rate, as provided for all 
industries, but objects to the reduction 
to 3% percent in the reserve exemp- 
tion. 

Appearing in behalf of the American 
Life Convention, Frank W. McAllister, 
chairman of the taxation committee, de- 
clared that the industry objects to the 
pending bill because it includes and 
taxes income necessary to maintain pol- 
icy reserves; discriminates against pol- 
icyholders whose policies are on a 3% 
and a 4 percent reserve basis, and im- 
poses an excessive and unfair tax bur- 


den on legal reserve life insurance. 
Discrimination Pointed Out 


Explaining that the purpose of the 
reserve deduction is to exclude income 


required to maintain policy reserves, 
| ‘ 4 ‘ 

leaving the “free interest” or “free 

earnings” as the basis for the tax, Mr. 


McAllister declared that “with a flat 
deduction of 3% percent as provided in 
the pending bill, 75 percent of the ‘free 
earnings’ on policies on the 3 percent 
reserve basis will be taxable, 100 percent 
of the ‘free interest’ or ‘free earnings’ 
on policies on the 3% percent reserve 
basis, while 150 percent of the ‘free in- 
terest’ or ‘free earnings’ on the 4 per- 
cent reserve basis will be taxable.” 

This, he pointed out, is discriminatory 
against policyholders whose reserves 
are on 3% and 4 percent bases and di- 
rectly taxes the income from policy re- 
serves held on a 4 percent reserve ba- 
sis. He suggested an amendment to the 
law computing policy reserves by figur- 
ing the percentage of the mean of the 
reserve funds required by law and held 
at the beginning and end of the tax- 
able year at a rate one-half of 1 percent 
above the rate at which the reserves are 
maintained. This, he said, would ex- 
clude income required to maintain pol- 
icy reserves. 

Few Tax Exempt Securities 


“The pending bill,” he told the com- 
mittee, “will seriously affect the busi- 
ness of many of the medium sized and 
smaller life insurance companies of the 
middle west, southwestern, southern and 
western parts of the country, their taxes 


being largely increased, in many in- 
stances, three, four, five and even ten 
fold. This is to some extent due to 


the fact that their policy reserves are 
invested largely in real estate mort- 
gages, with but little or none in tax 
exempt securities.” 

The revenue lost by the government 
as a result of the National Life deci- 
sion, he declared, should not be made 
up by unjust taxation. The bill would 
increase the life companies’ taxes by 
approximately 125 percent, while the in- 

(CONTINUED ON PAGE 20) 








Federal Estate 


Tax Is Criticized 


Virtual “Looting” of Heirs Is 
Charged in Congressional Com- 
mittee Hearing 


LIFE INSURANCE BOOST 


Practice of Valuing Investment, at 


Death of Owner Nearly Confisca- 
tion in Present Situation 


Powerful argument for the purpose of 
life insurance to cover inheritance taxes 
is contained in a series of stories given 
wide publicity by newspapers on out- 
standing cases of estates which the 
newspaper stories declared practically 
have been “looted” because of the in- 
flexibility of the federal estate tax and 
rules for administering it. 

The particular criticism is that valua- 
tion of investments is taken by the gov- 
ernment at the time of the owner’s 
death rather than on present market 
value when the tax is collected. This is 
a point which has been tried many times 
in court but usually has been decided 
against the estate. 


Only Liability Is Left 


The $14,000,000 estate of R. H. Don- 
nelley, Chicago publisher, who died in 
February, 1929, just prior to the stock 
crash, and whose heirs instead of an 
estate get a $1,300,000 liability, due to 
the terrific depreciation in values, was 
cited. The estate tax levy was $2,000,- 
000 based on the 1929 boom valuation 
which put the estate within the 20 per- 
cent tax bracket. 

A block of Montgomery, Ward & Co. 
stock worth $11,000,000 in 1929, now is 
found to be worth less than $750,000. 
The 88,000 shares early in 1929 had a 
quoted market value of $130 a share on 
which a $26 a share tax was levied. The 
stock today is selling at $10 a share, it 
is said. 

This case was taken up before the 
ways and means committee of the house 
in Congress, where it was said the stock 
had been owned for many years by the 
Donnelley family; that Mr. Donnelley 
was not responsible for the inflated 
valuation in 1929; there was no specula- 
tion factor involved, and there was no 
sound basis of reasoning for setting a 
value of $130 a share at any time. 


Attorney Presents Data 


J. H. Winston, Chicago attorney, who 
presented the case, said that to tax on 
the basis of $130 a share would be to tax 
on a value which the stock never at- 
tained and probably never would attain. 

This was but one case of scores, the 
Chicago attorney emphasied, involving 
estates of men who died in 1928, 1929 
and 1930, which have been so depreciated 
by falling security prices that little or 
nothing will be left for the heirs if the 
government tax based on the value of 
securities at the time of death is col- 
lected. 

An amendment has passed the house 
and is now before the senate to allow 
executors of estates where decedents 
died on or after Sept. 1, 1928, to have 
the gross value of the net estates com- 
puted upon values 18 months after the 
owner’s death, but it stipulates that re- 
gardless of the injustice done the heirs, 
reductions in federal estate taxes over 
the amount fixed by the government in 
the first place shall not be greater than 
40 percent. 

It is said this bill would affect 30,000 
cases involving refunds of $30,000,000 to 
$40,000,000. It was stressed that heirs 








Welliver Dead 














CHARLES B. WELLIVER 


C. B. Welliver, who prior to his re- 
tirement two years ago was counsel for 
the American Central Life at Indian- 
apolis, died at his home recently. He 
was 45 years of age. Mr. Welliver at 
one time was prominent in the Legal 
Section of the American Life Conven- 
tion, served as its secretary and then as 
its chairman. He was born at Oxford, 
O., and was a graduate of Miami Uni- 
versity there and the Harvard law 
school. 








are required to convert depreciated as- 
sets into cash in order to pay a tax based 
not on depreciated values but on the in- 
flated values existing for only a brief 
period. 

Another case was that of Mrs. Au- 
gusta Rosenwald, first wife of the phil- 
anthropist, the late Julius Rosenwald, 
head of Sears, Roebuck & Co. Her 
estate was appraised for taxing purposes 
at $19,800,000, including 167,000 shares 
of common stock of Sears, Roebuck, 
valued at her death at $120 a share. IIli- 
nois inheritance tax was $2,500,000 and 
the federal tax in addition to exemption 
for state tax, was $1,800,000, or total $4,- 
300,000. These shares, which were left 
in trust to the Rosenwald children, so 
they could not be sold, upon the basis of 
closing prices this week on the New 
York Stock Exchange, were worth ap- 
proximately $3,350,000, or $800,000 less 
than the inheritance taxes paid. 


Hirsheimer Case Noted 


The case of the late L. D. Hirsheimer, 
stock broker, is cited. His estate was 
appraised at $1,876,000, the state levying 
$184,000 inheritance tax and the federal 
government $35,000 estate tax, a total of 
$219,000. There were 742 shares of 
Commonwealth Edison Company stock, 
taxed at a valuation of $306 a share, the 
market price on which this week was $63 
a share, or total present value $46,000. 

The case of D. P. Thompson, assist- 
ant to the president and director of the 
Inland Steel Company, who died intes- 
tate March 24, 1930, also is cited, The 
estate contained a block of 40,700 shares 
of Inland Steel, then valued at $2,700,- 
000, comprising almost the entire estate. 
The net estate was set at $2,500,000 and 
state and federal governments levied 
$408,000 tax. 

This stock sold last week at $15 a 
share, or a total market value of $610,- 
000. The estate of Mrs. Minnie Sim- 
mons Towne, who died May 4, 1930, had 
a principal item of 50,120 shares of stock 
of the Simmons Bed Company, a family 
holding. On the day of her death the 
stock sold at $22 a share and the estate 
was appraised at $1,100,000, the state 
collecting $125,000. This stock is selling 
now at $6.50 a share and the executor is 
refusing to pay the federal estate tax. 





Bond House Seeks 
License As Agent 


Application of Akron, O., Fim 
Opposed by Ohio Life 
Underwriters 


TWO DIFFERENT FIELD; 


Number of Evils Feared if Investmer; 
Bankers Permitted to Enter Life 
Insurance 


COLUMBUS, O., April 14—Tk 
question whether stock and bond sale. 
men representing the various security. 
investment houses shall be permitted | 
sell life insurance as an investment ani 
in place of their regular securities cam 
up before the Ohio department in th 
application of the Mayfield-Adams Con. 
pany of Akron for an agency license 
Representatives of the Ohio Life Us. 
derwriters Association were present 3 
was also the association’s attorney in 
the matter, former Superintendent 8, 
W. Gearhart. The first hearing was in- 
formal but the attorney for the Akron 
bond house is now at work on a brie 
which will be presented later at a for 
mal hearing. 

Aside from the technical points in- 
volved, which will be threshed out by 
attorneys for both sides, some interest: 
ing arguments were presented against 
the department licensing bond and stoc 
salesman by C. Vivian Anderson, pres: 
dent of the Ohio association; Emmet ( 
Peebles of Cincinnati, Ernest C. Jansen 
of the Midland Mutual at Springfield 
and others. 


Jansen’s Criticism 


Mr. Jansen went into the matter e: 
tensively and showed that in the finan 
cial field life insurance companies, sav- 
ings banks, investment bankers, buill- 
ing and loan associations, etc., each ha 
a distinct field and that it would be: 
form of misrepresentation and agains 
public policy for a building and loan a 
sociation or a stock and bond salesma 
to sell life insurance or for a life it 
surance agent to sell stocks and bonds 
He furthermore pointed out that lit 
companies have recently withdraw: 
from the investment field in competition 
with the investment bankers through tht 
discontinuance of their so-called pure 
investment policies. There is, of course 
an investment element in life insuranct 
but it should only be sold as a part 0 
the life contract and the protection iat 
tor should not be minimized. If stock 
and bond men commence selling life it 
surance the true character of life it 
surance will be misunderstood by. th 
public and misrepresentation is like 
to result. 

In Ohio, and doubtless in other state 
stock and bond brokers have shown # 
increasing tendency to sell short tem 
investment life contracts and really ¢t- 
ter the insurance business as a means © 
keeping up their selling organization 
the present depressed period of the st 
curities market. General agents a 
managers of several companies hav 
turned down applications for agencies 
from bond and investment houses af 
have refused to give contracts to secut 
ties salesmen unless they would enté 
the life insurance business exclusively 
Sometime ago the Ohio Life Underwr 
ers Association succeeded in keeping 
Sears-Roebuck & Co., from selling 
insurance in Ohio. It is pointed ot 
that not only would life insurance 
misunderstood if sold through inves 
ment houses but that the tendency ae 









maint 
great 
many 
has | 
stacle 


writ 


Lol 
an au 
cardu 
cant 
mis te 
over 
that 1 
often 
drean 

rhe 
of his 
busin 
murm 
is rec 
many 
satist: 
oint. 
ducer 
applic 
$300.0 


Wh 
ducer. 
tegrit: 
busine 
ment, 
thing 
these 
it not 

lhe 
large 
these 
dition 
action 
nhnanc 
have | 
plicati 
tion te 
a disp 
come 
tialitie 
tion W 
serve 
demar 
heavil 
that p 
to ma 


percer 


The 
Ing to 
but i 
hooku 
high | 
ho ot] 
presen 
_ Wit 
1S Only 
be hay 
ness, 2 
produc 
ompa 





bad one and if allowed to develop " 
(CONTINUED ON PAGE 19) 
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“Millionaires” Are 
Having Difficulty 











Depression Raises Troublesome 
Problems Which Cut Many Big 
Producers’ Earnings 


Joun Hancock Retirement Fund — 
Now written at Ages 55, 60 and 65 | 








MUCH TIME ON SERVICE 









Two important Life Insurance features 
combined in a Single Contract 





Serious Situation Facing Producers of 
Jumbo Lines With Curtailment 
of Market 













One of the most interesting questions 
i the times is, “What has happened to 
the million dollar producer?” It is 
easily answered. He is having a tough 
time, just the same as lesser lights. 

Business of the size he requires to 
maintain anything like his quota is a 
ereat deal more difficult to find than in 
many years, and even when the sale 
has been made, there is the great ob- 
stacle of a much tighter company un- 
writing policy to hurdle. 


The life underwriter 
knows that the average man who buys 
life insurance needs two things in re- 
turn for his premium payments,—pro- 
tection for his family in case of his 
death; sufficient income to make his 
life comfortable in his old age. 








Automatic Requirement 





Companies rather uniformly now have 
an automatic requirement of an electro- 
cardiograph examination of every appli- 
cant for an amount which would run 
his total life insurance in all companies 
over $300,000. The difficulty here is 
that this searching type of examination 
often discloses impairments never 
dreamed of by applicant or agent. 

The agent of course has the interests 
of his company at heart, but after all, 
business is business, and a client with a 
murmur so faint that a special machine 
is required to disclose it may last for 
many years and prove to be a thoroughly 
satistactory risk from the company view- 
point. For this reason, some big pro- 
ducers are using care not to overwrite 
applicants and throw them into the 
$300,000 bracket. 


Chary of Big Cases 


While there are a number of big pro- 

ducers of national reputation whose in- 
tegrity and the fine character of whose 
business merit and get special treat- 
ment, it probably is the rule that any- 
thing so large as a $100,000 application 
these days is looked upon with timidity, 
ii not suspicion by companies. 
_ The companies are chary of issuing 
large policies nowadays, largely because 
these are inconsistent with business con- 
ditions. The immediate home office re- 
action is to question the applicant’s 
hnancial condition, even though he may 
have paid a large sum of cash with ap- 
plication; to institute a searching inspec- 
tion to determine whether there may be 
a disproportionate amount of earned in- 
come spent for insurance, or any poten- 
tialities of suicide; to probe for informa- 
tion whether the policy applied for is to 
serve as extra collateral on a bank loan 
demanded by the bankers to bolster 
heavily depreciated securities held for 
that purpose. Companies adhere closely 
to Maximum premium expenditure of 20 
ercent of earned income. 


Companies Avoid Type 







The JoHn Hancock has combined these 
two features in a single contract, 
known as the 














RETIREMENT FUND POLICY 


This contract contains all the benefits of the separate 
policies. The new arrangement makes for simplicity 
and gives protection to the family during dependency 
and income to the insured at retirement. 








Life Underwriters interested in further information about this 






new Policy can obtain it from any agency of the 





Company «©: by addressing 










John Hancock Inquiry Bureau, 
197 Clarendon Street, Boston, Massachusetts 








Phe bankers quite naturally are ask- 
ne for this protection in many instances, 
but life companies do not relish this 
hookup. It hints of financial distress, 
high blood pressure—possibly suicide if 
no other way of relieving the pressure 
Presents itself, 

a With this reception of the big case, it 
= only natural the “millionaires” should 
de having difficulty in placing their busi- 
ress, and they are. Yet one outstanding 
Producer comments this week that his 
ompany has just issued a $75,000 term 
(CONTINUED ON PAGE 8) 
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Simon Still Believes Debates on 
Low Cost Would Remove “Fog”’ 





Leon Gilbert Simon, well known pro- 
ducer in New York City for the Equitable 
of New York, writes as follows in reply 
to a letter by J. Carter Witt, Nashville 
manager for the Fidelity Mutual Life: 


My attention has been called to an 
article written by J. Carter Witt of 
Nashville published in THe Nationa UN- 
DERWRITER of March 25. 

Mr. Witt agrees with Mr. Eubank 
(Gerald A. Eubank, life manager, Johnson 
& Higgins), that a public debate on the 
cut-rate policies would not be worth- 
while and that the public pays the 
freight anyway so why debate. That 
is indeed an unfortunate attitude for any 
one to assume. By the same line of 
reasoning, should life insurance offer no 
improvement of method until compelled 
to do so by public demand? The public 
paid the freight for fraternal insurance. 
Did that justify continuance of frater- 
nal insurance? Improvement must come 
from within the ranks of life insurance 
companies. We should not let the pub- 
lic pay the freight where the 





thing be- 


ing carried does not justify the carry- 
ing charges. 

Mr. Witt apparently agrees with Mr. 
Eubank in the thought that cut-rate pol- 
icies like modified life which I criticized 
is a desirable thing. He has a perfect 
right to come to that conclusion and 
he may be right and I may be wrong, 
but I am perfectly willing to be cor- 
rected on the public patform and I think 
that airing out the respective views of 
Mr. Eubank and myself would be an 
interesting proposition. It would re- 
move some of the fog that clouds the 
life insurance horizon. Above all things, 
I thoroughly disagree with the thought 
that the innocent public should pay the 
bill and then find out for themselves 
whether or not cut-rate policies are de- 
sirable. 

The following phrase appears in Mr. 
Witt’s letter which you published: 

“IT wonder if Mr. Simon especially 
realizes that New York City does not 
comprise the whole United States. My 
experience has not been from platforms, 
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states. For example, down here in the 
southland where several millions of our 
people reside we find conditions entirely 


the opposite from those in New York 
and the New England states. There 
are thousands of families down here 


that are lost financially.” 


North, West Broke, Too 


In the first place, who ever told Mr. 
Witt that I believed New York City 
comprises the whole United States. His 
conclusion is absurd because he has as- 
sumed a mis-statement as the basis for 
his thought. Having started wrong he 
naturally finishes wrong in his method 
of thinking. He says further that lots 
of people down south are broke. He 
should be informed of the fact that 
they are also broke up north, out west 
and elsewhere. Therefore my original 
statement still holds true, that there is 
a definite place in our economic cycle 
for pure term insurance protection. 

My objection was directed against 
policies that are dressed up as invest- 
ment policies which are higher in pre- 
mium than pure term insurance and yet 
lower in premium than ordinary life. 
They are sold as an investment at less 
than standard investment policy rates 
and at one time had such misleading 
names as “half-rate” policies. If Mr. 
Witt would read my original statement 


but in actual contact in perhaps 25 | on the subject, he will find that I did 

















WNL closed 1931 
with no bond, in its 
long list of bond hold- 
ings, in default as to 
principal or interest. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. passions 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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not make or infer many of the thought; 
which he has assumed that I made 
Therefore I am writing this letter 
expose the misrepresentation of 
ideas on the subject. 

Mr. Witt gives evidence of the valy 
of his opinion by stating his experienc 












covering many years. The following 
quotation is taken directly from his le. 
ter: 

“T have sold insurance for many year: 
in many territories under all kinds 
conditions, and have represented 
nonpar company that offered modifi 
life, term expectancy, etc., and I[ hay 
sold plenty of it. I have also sold par. 
ticipating for a stock company. I 2 
now selling purely mutual for an eay. 
ern company that does not offer chex 
policies.” 


Many Communications Received 


I won’t make any comparison betwee 
his record of personal production anj 
mine. I don’t want to embarrass tly 
gentleman by any such comparison, by 
it does appear to me upon reading th 
above statement that it is quite pro! 
able his multiplicity of experiences hay 
been more than he can assimilate. Fy. 
periences in life are a good thing bu: 
when they become too varied as in th 
above case then it is quite possible tha 
one may suffer from mental indigesti 
especially when the power to proper! 
assimilate these experiences is absent 

As opposed to Mr. Witt’s opinion o 
the subject you will be interested : 
know that I have received numerow: 
communications from various parts 
the country including California, Texa 
Illinois and the New England state: 
All these communications indicate th 
desire for a debate on this subject 
These letters are from prominent | 
underwriters and some of the presidents 
of life underwriters associations and 
addition a few prominent company off 
cers have requested me to continue t 
direct my effort against these cut-rat 
policies. Mr. Witt’s dissent seems neg: 
ligible when compared to the over 
whelming affirmation I have received. 





Additional Annuity 


Figures Are Given 











In the tabulation of annuity figure 
of companies operating in New Yor 
state which appeared in Tue Nariox 
Unperwriter March 25, the results ic 
several companies were not availa) 
Below is a table including most oft 
companies which were omitted Mat 
25. In the second column appear t 
number of annuity contracts while t 
third column gives annual income pé 
ments including group annuity figur 











and income payments not yet 
under deferred annuities. 
Annu 

Numbe Inc¢ 
DOE. cotta ciwane nes 312 $ 2,220 
Bankers, Ia. ........ 2 11.6 
SEPOOMOMEEO ceccccces 
Brooklyn Natl....... z , 
Canada Life......... 757 “= 
GIO ccccasseseses 55 8 
Colonial Natl........ 50 ei 
Columbian ......... 50 =! 
Confederation Life... Ss B. 
Connecticut Genl.... 1,639 12! 
Conn. Mutual ...... 1,501 oo" 
Equitable, Ia. ...... 346 0) 
Equitable, N. Y..... 107,999 poetry 
Equitable, N. Y..... 107,999 Soar 
Fidelity Mutual .... 1,756 be 
oS Ae 445 <9 
en i Besesenees 522 ; 
John Hancock....... 2,515 1,08 
Judea (Eastern).... 2 a 
Manhattan ......... hoy 
Massachusetts Mut.. 1,2 os 
Metropolitan ....... 2, - a 
Mutual Benefit ..... 2,97 SHH 
a a Aer 11,63 tao8 
pettomes., Ve ..ccace Oye if 
N. BE. Mutual.......-. 131 =09 
New York Life...... 15,596 1,4 
MN. A. Reaseur......-. l 96 3 
Northwestern Mut... rt) 
i tenes eeen ens 4s 
Provident Mutual... 3,721 . + 
Prudential ........- 4,! 146 
State Mutual ....... 16.54! 
Teachers Ins........ 10, eo 
Travelers ....... ee 4.59% “42 4 
Union Central ‘ 1 
Union Mutual . s > 
UW. BH BdsOccccccsecss 
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*57 Deferred; 19 immediate 








April 


S= 


Life 


rh 
suran 
tance 
econc 
Tayle 
polita 


meeti 

He 
evalu: 
ance 
of t 
econ 
meth 


“It 
bring 
const! 
$2,60( 
life in 
tion | 
count 
of bu: 
he sa 
was 
policy 
cases 
only ‘ 
off by 

“In 
comp; 
are a\ 
ment 
legal 
for th 


“W 
( f ass 
and s' 
age o 
loans. 
in 19¢ 
of life 
The r; 
of pt 
period 
close 

“Pu 
a min 
item 1 
percer 
securif 
to 10 
conim 
smal] 
ments. 
able al 
the lit 
consist 
Close 
Stock 
than ! 

And 
Bank | 
due to 
be fou 
a seric 
busine: 
IS esse 
insurar 
lormul 
Value 
emerge 
afrang 
busine: 
lor the 
the los 
otheryw 
Import 
tinuatic 
vided { 
: al 
Mathe: 
With th 
establis 
be reg, 
regards 
€ the 
May O71 





thoughts 
I made 
letter ¢ 
of m 


the Value 
xperience 
following 
n his let. 


any years 
kinds 
sented 
modifi 
have 
sold par. 
y. La 
an €ast- 
fer cheap 


eived 


1 betwee 
‘tion 
rrass 
rison, bur 
ading the 
ite pro! 
neces hav 
late. Ey. 
thing but 
as in the 
sible tha 
idigesti 
proper! 
absent 
Pinion on 
rested | 
numerous 
parts 
ia, Texas 
id states 
licate the 
} subject 
inent | 
presidents 
ns and | 
pany off 
ntinue t 
> cut-rat 
ems Neg: 
the over 
eceived. 


and 
‘ 
U 





esults tc 
availab 
yst of t 
od Mar 
ppear t 
while t 
‘ome pa 
ty figurt 
yet d 





jeferre 








ee Ot 


April 15, 1932 


— — = 


Life Insurance a Stabilized 
Economic, Social Structure 


ACCOUNTANTS HEAR TAYLOR 


Metropolitan Official and Banker Ad- 
dress Meeting of New York 
C. P. A. Organizaton 


The most significant trend in life in- 
surance is its rapidly growing impor- 
tance aS an agency for maintaining 
economic and social stability, C. G. 
favlor, Jr., third vice-president Metro- 
politan, told the New York State Society 
of Certified Public Accountants at a 
meeting this week. 

He said it would be impossible to 
waluate fully the influence of life insur- 
ance field forces in teaching the value 
of thrift, advocating sound family 
economies and demonstrating practical 
methods of saving. 


Great Work Done Easily 


“It required an act of Congress to 
bring into being the $2,000,000,000 Re- 
construction Finance Corporation, yet 
$2,600,000,000 was paid out last year by 
life insurance companies without disrup- 
tion of the financial machinery of the 
country, as a matter of ordinary course 
of business in the life insurance offices,” 
he said. “Of this amount $950,000,000 
was paid to beneficiaries of deceased 
policyholders. In the great majority of 
cases these payments constituted the 
only or major substitute for income cut 
off by death. 

“Investment trends of life insurance 
companies may also be of interest. Data 
are available regarding the major invest- 
ment classifications of 52 United States 
legal reserve life insurance companies 
for the 25 years from 1906 to 1931. 

Changes in Investments 


“While in 1906 the largest percentage 
cf assets was invested in railroad bonds 
and stocks, in 1931 the highest percent- 
age of assets was invested in mortgage 
loans. United States government bonds 
in 1906 constituted a negligible portion 
of life insurance investments—1 percent. 
The ratio rose to 10.7 percent as a result 
ot purchases during the world war 
period and declined to 2.1 percent at the 
close of last year. 

“Public utility bonds and stocks were 
a minor investment in 1906 but a major 
item in the portfolio of 1931. Only 4.7 
percent of assets was invested in such 
securities in 1906 but the figure had risen 
fo 10 percent by 1931. Stocks, both 
common and prefered constitute but a 
small portion of life insurance invest- 
ments. The last complete figures avail- 
able are for 1930, when but 2 percent of 
the life insurance investment portfolio 
consisted of preferred stock. At the 
Close of 1930 investment in common 
stock was only $99,013,000, slightly more 
than % ot 1 percent of total assets.” 
Andrew Wilson, Jr., vice-president 
Bank of Manhattan Trust Co., said that 
due to the fact that no market now can 
be found for many valuable assets, it is 
4 serious problem how to dispose of a 
business. A certified public accountant 
's essential in operation of business life 
surance 


trusts; that an _ intelligent 
nla, must be provided so that fair 
aiue of stock be arrived at when the 


emergency occurs. “If an intelligent 
begeeement has been made by way of a 
ae life insurance trust agreement 
he oe protection of the business against 
stherat and demoraliation which would 
fo result from the death of an 
tients nt officer or partner, the con- 
lation of the business has been pro- 
vided for.” he said. 
Mathe” guiather. C. P. A., of Stagg, 
ane ‘ Hough, New Y ork, said that 
establic a apt te now exercised, “well 
be senends Se line life companies may 
revarded ec as safe, if anything can be 
he the any safe; they would probably 
may over at? 8° in any disaster which 
Y overtake a nation.” 








No Progress on Question 
of Jurisdiction in Canada 


CONFERENCE IS FUTILE 
Dominion Officials and Representatives 
of Ontario and Quebec Unable to 
Reach Agreement 


TORONTO, April 14.—Several weeks 
of discussion and negotiation on insur- 


ance jurisdiction apparently have not 
brought the Dominion and provincial 
authorities into harmony. The Do- 
minion government, after withdrawing 


the bills presented at the beginning of 
the session, is standing behind the three 
new bills which have been substituted. 
The Dominion superintendent of insur- 
ance and the cabinet ministers who have 
taken part in the parliamentary discus- 


sions insist on retaining some control 
over insurance conipanies, and claim 
that the new bills do not exceed their 


constitutional authority. They have the 
support of a large section of insurance 
company officials, who feel that Do- 
minion supervision has been effective, 
and that control should be centralized at 
Ottawa, so far as constitutional powers 
and circumstances permit. 
The Previnces Still Protest 


The provinces of Ontario and Quebec, 
on the other hand, claim that the new 
bills exceed the Dominion’s rights. They 
have the support of some insurance in- 
terests, especially mutuals and _ recip- 
rocals, which have been able to enter 
Canada via provincial licenses, in spite 
of the more rigid standards which the 
Dominion department endeavored to en- 
force. 

The new Dominion budget provides 
for tax levies on insurance, which are 
also being brought into the dispute on 
jurisdiction. It proposes a tax of 1 per- 
cent on net premiums of companies 
authorized to transact business in Can- 
ada or in any province, other than life, 
marine and farm mutual. British and 
foreign companies not so authorized but 
maintaining deposits with the Dominion 
will also be taxed 1 percent. 

Both Quebec and Ontario dispute the 
right of the Dominion to levy such a 
tax. Premier Taschereau of Quebec 
says it will seriously disturb a number 
of companies doing business in that 
province. He declares that the tax is 
not only discriminatory but virtually 
prohibitive. The attorney general of 
Ontario points out that the 5 percent tax 
formerly imposed was declared invalid. 

May Reduce Exemptions 


The Dominion government has also 
announced its intention of reducing from 
$5,000 to $1,200 the amount of personal 
annuity income to be exempt from in- 


come tax. In this connection John Ap- 
pleton, secretary of the Canadian Life 
Insurance Officers Association, points 


out that since the proceeds of insurance 
are still exempt, he believes many pol- 
icvholders would exercise their option of 
receiving a lump sum in place of peri- 
edical payments, and reinvesting the 
lump sum. Thus only the income from 
the lump sum would be taxed, instead of 
the periodical payments. Under peri- 
odical payments, the policyholder re- 
ceived his capital by instalments, and 
the income tax on annuities was really a 
tax on the principal. 


Fidelity Mutual Managers Elect 


George K. Harris of Detroit has been 
elected president of the Fidelity Mutual 


Managers’ Association. C. A. Scholl, 
Chicago, will serve as_ vice-president 
and T. M. Green, Baltimore, has the 


dual office of secretary and treasurer. 
The executive committee is made up of 
C. R. Tripp, Cambridge, Mass., E. 

Schaeffer, Harrisburg, Karl Collings, 
Philadelphia, hold-overs from last year, 
and J. B. Campbell, St. Louis, and L. 
A. Cerf, Jr., New York, new members. 
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New York Life’s Radio 


Programs 


*‘Great Personalities’ by Frazier Hunt 


An address, “SOME ASPECTS OF 
THE ECONOMIC DEPRESSION,” 
by the Hon. George B. Cortelyou, 
President of the Consolidated Gas 
Company of New York, former Sec- 
retary of the United States Treas- 
ury, and a Member of the Board of 
Directors of the New York Life In- 
surance Company. 


The agents of all companies are invited te 

tune in on our programs every Tuesday 
any of the following 
stations: 


-New York .........(WJZ) 
oMBOSRSR wo ccc cccccceQ COMED 
.Springfield .......(WBZA) 
.Baltimore ........(WBAL) 
.Richmond .......(WRVA) 
Jacksonville .....(WJAX) 
-Rochester .......(WHAM) 
.Cleveland ........(WGAR) 
. Pittsburgh 
.Cincinnati ... 
Chicago .........(WENR) 
.St. Louis ..........(KWK) 
.Kansas City .....(WREN) 
Council Bluffs, Ia. (KOIL) 
.Cedar Rapids, Ia..(KWCR) 





HOME OFFICE BUILDING 


NEW YORK LIFE 
7 INSURANCE COMPANY 


: 51 MADISON AVENUE 
5 NEW YORK, N. Y. 
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TERM INSURANCE 


When tempted to go the easiest way, and 
sell a Term Policy that could have been, by a little more back- 
bone, a Life or an Endowment, let this withhold us:— 


Term insurance, except as an aid to credit, is useless to 
the living policyholder. If American life insurance were only 
Term insurance, the vast aggregate of $2,600,000,000, approxi- 
mately, could not have been paid last year to policyholders 
and beneficiaries, and it would have been impotent, in this 
time of trouble, to sustain millions of living policyholders and 
their homes, and thousands of businesses, as it did in 1931 and 
is doing in 1932. Neither fancy figuring nor sophistical cere- 
bration can kill that fact!—the most conclusive answer to Term 


advocacy that life insurance has ever known. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square Philadelphia 





























OPPORTUNITY 


Our New Agency Plan 


offers unlimited opportunities 
to capable, energetic 
Young Men 















If you are interested in 
a permanent connection in 
Ohio or New York, it will pay 
you to investigate. 


FRANK F. EHLEN, 


JOHN M. HULL, 
Director of Agencies 


President 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue Buffalo, N. Y. 



































Some Observations Made | 
on Farm Loan Investments 





An official of a company having a con- 
siderable amount of its assets invested 
in farm loans makes the following com- 
ment regarding this class of securities: 

“More than 85 percent of the farms 
owned are rented. The aggregate rental 
produces a moderate margin of profit 
over and above the taxes and carrying 
charges. If any farm remains unrented 
for two years, its value is written down 
to zero. This ultra conservative method 
of valuing farm real estate produces 
sound values which are certain to be 
realized on the average as the farms are 
sold. 

Character of Farm Loans Misunderstood 


“In thinking of farm loan investments, 
we are inclined to ‘emphasize the loans 
that are in trouble and forget that the 
great majority are in good standing and 
show every promise of remaining in that 
condition. Due to the wide publicity 
given to the troubles of certain classes 
of farmers, and the political emphasis 
such troubles have received, the charac- 
ter of this investment as a whole is 
greatly misunderstood. 

“First of all, life companies need not 
take the same view of farm mortgages 
as the investment banker. The banker 
necessarily looks at securities at short 
To fit his needs they must be 


range. 
either self-liquidating or capable of 
prompt liquidation in an_ established 
market. He is likely to look at a fore- 


closure as involving a loss, since he may 
have to proceed to its immediate liquida- 
tion. An insurance company must take 
the long-range viewpoint. It always 
looks for long-term investments, and is 
not interested in turning its securities 
into cash prior to maturity, because its 


current cash income is sufficient for cyr. 
rent requirements. 

“It is well to remember that thie te. 
Hation of the security market dates op! 
from the debacle of October, 1929: whil 
the real estate deflation has been j 
progress since 1922, and present lan 
vaiues are back to pre-war levels. Thy 
farm investment policy has been teste 
in every period of financial depressio; 
beginning with the panic of 1873. Duy. 
ing the depression of 1893 a larger per. 
centage of the average company’s farp 
loans was foreclosed than during th 
present period of depression. It is fy. 
thermore a significant fact that in 4 
previous recurrences of financial depres. 
sion, the companies succeeded in liqu. 
dating all real estate acquired withoy 
ultimate loss to the companies or thei 
policyholders. Only the element of tine 
is required to effect a similar solution « 
current problems. 


Changes for the Better Seen 


“The past decade has witnessed ; 
number of changes for the better in agri. 
culture. Production methods have in- 
proved; diversification has increased, « 
has the movement away from cash crops 
only. Production credit and marketing 
credit facilities have been improved by 
the extension of intermediate credit 
banks and cooperative associations. Due 
to the agricultural colleges and th 
county agent system, farmers are better 
qualified for scientific solution of their 
special problems. In spite of all that is 
said about farmers’ troubles, I believe 
agriculture as a whole is on a sound 
basis, and in the opinion of many econo- 
mists must and will be the first industn 
to feel the influence of returning pros 
perity.” 








“Millionaires” Are 
Having Difficulty 


(CONTINUED FROM PAGE 5) 


case, and he says he does not have un- 
usual difficulty in placing his business. 
His greatest concern now is in finding 
persons who have the money with which 
to buy a policy. He cannot afford to 
waste much time in missionary work. 
Replacement Profitable Field 


He finds replacement of depreciated 
estates by life insurance one of the most 
prolific sources of business. Even the 
very rich men have suffered such heavy 
losses in investment valuations that in 
many cases their holdings would not be 
sufficient after securities were sold on 
the present market to pay bills, satisfy 
estate and inheritance taxes, etc., to 
leave a living income to the heirs on 
anything near the scale to which they 
have been accustomed. 

This question of the federal govern- 
ment and states applying levies against 
valuations at time of decedent's death, 
rather than values at time of collecting 
the tax, is one now being considered in 
Congress, and it provides the “million- 
aire” producer with powerful arguments. 
Some estates have been shown to be an 





actual liability rather than an asset if 
the tax is applied on this basis. The big | 
producers also are making capital of | 
the widespread need for more collateral 
on bank loans, and take their chances on 
getting such cases through the under- 
writing departments. 


Business Insurance Slow 


At the moment there is a bear mar- 
ket on life insurance for business pur- 
poses outside of that mentioned. Gen- 
eral business has suffered so keenly it 
usually turns a deaf ear to business in- 
surance proposals. Yet the need for 
this cover probably is much greater now 
than in the prosperity era. The loss of 
a valuable executive now that business 





| of openings for selling business, 





is wobbly, easily might wreck a concern 





operating on reduced income and sur 
plus, if any; on a much lower merchar- 
dise price scale and with shorter margin 

Again it remains for the big producer 
to find the individual or business tha 
now has the money to pay the premium 
No other type of prospect is a good pros 
pect now, whatever he or it may be i 
future. 

Has Special Problems 


The millionaire producer is having hs 
troubles, just like his lesser brothers 
with policy loans, lapses, “rubber 
checks, slow pay clients, but in addition 
he has built his business largely among 
classes which had margins for specult 
tive purposes and probably were harder 
hit by the stock crash, depression an 
securities depreciation than any others 

Big producers have had to devote # 
large part of their time to service, prob 
ably far more time than the averagt 
producer, with whom new business takes 
first place. Much dickering always 
been necessary for the “millionaires 
place their big cases. This work n0¥ 
absorbs a great deal of time, for com 
panies are accepting reduced amount 
and the large cases must be parceled 0 
among many more companies. 

All in all, regardless of the mut 
greater income of the “millionaire, 
large renewal commissions and his s* 
perior ability in a financial crisis SU“ 
as the present to see and take = 
doubtedly he too has had no bed ° 
roses. 





Riehle on the Wing 


T. M. Riehle, associate manager © 
the Riehle agency of the Equitable. - 
of New York and third vice-presit®” 
of the National Association of Li® 
Underwriters, addressed a__ luncheo? 
meeting of the Albany Life 1 nderwr 
ers’ Association, after which he i 
dressed an fo 











afternoon meeting ° ug 
Poughkeepsie association on “Card! 
Principles.” 
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Clearer i 


Conception of Business 





NEW YORK, April 14.—Life insur- 
ance men must understand and give 
to the public a more accurate concep- 
tion of the investment position of life 
insurance if economists and financial 
authorities are to become convinced of 
their error in assigning to it the unim- 
portant place that they do at present, 
vu. A. Linton, president of the Provi- 
dent Mutual Life, told members of the 
New York City Life Underwriters As- 
sociation at their April meeting. Mr. 
Linton quoted a number of authorita- 
tive writers, all of whom voiced scant 
respect for life insurance as an invest- 
ment, one saying that the return was 
“less than even perfect security had a 
right to demand.” 


Cause of Misapprehension 
Due to Lack of Clearness 


Much of this misapprehension, Mr. 
Linton said, is due to life insurance men 
not pointing out to buyers that their 
coverage consists of two elements; a 
constantly increasing sinking fund and 
diminishing term insurance. To look 
upon the term element as part of the 
investment would be like considering a 
fire insurance premium on a piece of 
property as part of the investment. 

To show the results when this dis- 
tinction was made, Mr. Linton gave the 
result of some computations he had 
made by taking rates and 1932 dividend 
scales of 10 leading companies on the 
ordinary life plan from several represen- 
tative ages, covering a period from those 
ages to age 65, and then checking the 
cash values at age 65 against the results 
that would have been obtained by tak- 
ing the same protection at the cheapest 
possible term rate and building up an 
outside sinking fund, the term insurance 
being reduced as the fund was increased. 


Big Interest Return 
Would Have to Be Earned 


He discovered that it would be neces- 
Sary on the average for the assured to 
get a compound interest of 5.57 percent 
on his independent sinking fund in or- 
der to break even with what the cash 
values would be at age 65 on the ordi- 
nary life plan. The expensiveness of 
term insurance by itself, because of 
overhead and adverse selection, made 
this return on the investment portion 
higher with ordinary life than if endow- 
ment or other higher premium form 
were used for comparison, because of 
the smaller amount of term insurance 
involved. _The return on the investment 
portion of an endowment form would 
Tun about 4% percent, he said. 

t is a serious error, Mr. Linton said, 
‘o claim any “potential appreciation” 
lor life insurance in the event of the 
assured’s death before his expectancy. 
The death hazard element and the in- 
vestment elements should be kept en- 
tirely separated. Where there is true 
appreciation, as when a stock is sold for 
more than principal plus interest, there 
's always the chance of potential depre- 
Clation, and in life insurance there can 
be no depreciation. 

What the life underwriter should do, 
Mr Linton urged, is to bring home to 
the public that there is no better way to 
combine protection and savings, that in 
no other way is it possible to obtain 
Protection, remarkable security, and ex- 
racrdinary availability in times of dis- 
Pk... Mason, assistant superintendent 
ceamnncies of the Aetna Life, urged his 
the ae develop the ability to spot 
ond oie and eliminate him; to 
sell a e obvious opportunities to 
a re are frequently missed because 
aan re so obvious; and to apply as 

‘en intelligent effort in their every- 





day tasks as the home offices do in 
theirs. 

In a frank talk on the immediate out- 
look for life insurance and business in 
general, President Linton addressed the 
New York chapter, Chartered Life Un- 
derwriters, at their monthly luncheon. 
He said that in his opinion the gravest 
possibilities of danger lie in possible un- 
wise legislation. The recent proposal 
to turn out $2,000,000,000 in fiat money 
he termed “one of the most serious men- 
aces that we have had in a long time.” 
Among the favorable factors in the pres- 
ent situation as compared with other 
major depressions, Mr. Linton cited the 
almost complete absence of labor dis- 
turbances, due to widespread relief work 
and to cooperation by organized labor 
and the fact that banks are in much bet- 
ter shape to handle the present situation 
than was true in the past. 

The superior position of life insurance 
in depressions is much more marked 
now than in any previous slump period. 
Mr. Linton pointed out, citing figures 
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from panics of the last hundred years to 
show that life insurance was hit many 
times as hard then as now. This rela- 
tively better position Mr. Linton at- 
tributed to better salesmanship, in- 
creased public confidence in life insur- 
ance, and in the stronger position of 
the companies from an investment point 
of view. 


President Dew Confers 
With Hallgarten & Co. People 


NEW YORK, April 14.—President 
M. J. Dorsey of the Security Life of 
Chicago has been in New York City 
for some days in conference’ with 
Stephen Paul of Hallgarten & Co., the 
investment people, who are taking a 
more important and active part in the 
Dorsey companies in view of the fact 
that the purchase price of the Security 
has not all been paid to the New York 
Hamburg Company in which Hall- 
garten is deeply intertsed. Inasmuch as 
the Security Life of Chicago owns the 
control of the Inter-Southern Life of 
Louisville, which in turn owns one-third 
of the Missouri State Life, the Hall- 
garten house will be represented in all 
companies and will be more dominant 
in the management. The Security Life 
also controls the Northern States Life 








9 


of Hammond, Ind. Changes have al- 
ready been brought about in the Mis- 
souri State Life and Inter-Southern 
Life. Mr. Dorsey left for Louisville to 
join in the conference over the effort 
of the Kentucky insurance departmen 
to take over the Inter-Southern. . 


E. H. Andrews Dies 

E. H. Andrews, 69, for 25 years Ala- 
bama manager of the Union Central 
Life, died at his home in Birmingham 
Saturday. He retired from active duty 
two years ago, being succeeded by E 
C. Wier. Mr. Andrews was widely 
known for his Boy Scout work 

Hatcher to California 

M. N. Hatcher is leaving the Hatcher 
Brothers Agency of Fargo, N. D., state 
agents for the Great West Life of Wiu- 
nipeg, and make his home in California. 
The Hatcher agency will continue to be 
operated by the other brothers, J. S. 
Hatcher of Grand Forks, and R. E 
Hatcher, Fargo, both of whom have 
been associated in the agency since it 
was founded. Mr. Hatcher expects to 
continue in the insurance business in 
California, probably in Los Angeles, but 
his plans are not yet complete. 





Chartered Life Underwriter books sold 
by The National Underwriter. 
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Organized Selling Methods 


have found the answer to the vexing 


ion— 


“How to really train and supervise 
‘The Man on the Street’ in a way to 
HELP HIM”~—so far as Minnesota 


Mutual General Agents are concerned. 


The 


Minnesota Mutual Life Insurance Company 


Saint Paul, Minnesota 
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Intelligent Comment by ‘‘Liberty’’ 


A recent editorial from the columns 
of “Liberty,” some interesting comment 
is made on life insurance, in which the 
writer is most intelligent in its analysis 
of the functions of insurance. “Liberty” 
brings out the thought that life insur- 
ance need not be necessarily death insur- 
ance. As has been forcefully brought 
out in the recent time of depression, life 
insurance has served as a shock absorber, 
not at death but in life. As “Liberty” 
puts it, “Life insurance in these times 
has a more important significance than 
during periods of prosperity.” It calls 
attention to the fact that families who 
otherwise would be destitute have fallen 
back on the equity in life insurance. In 
times of unemployment like this, life in- 
surance has been a saving grace to 
many people. 

The stress and strain of the great busi- 
ness cataclysm are 
their effect without 
solicitude because 


In 


severe enough in 
for added 
not know 
which way to turn to get the very means 
of living. “Liberty” 

“To be sure, there is insurance of all 
kinds if you have the wherewith to pay 
for it. 


calling 
one does 


Says: 


You can insure yourself an in- 
come for life through a cash payment; 
this income can be divided into weekly, 
monthly, quarterly, or yearly payments. 
You can be insured against the payment 
of expenses due to accident or illness. 
In fact, insurance is now looked upon 
by financiers as one of the best methods 
of investing your money. 


“There 


would 


thousands who 
been well-to-do financially 
today if they had invested their money 


are countless 


have 


in insurance rather than in stocks before 
the recent panic. If you invest a certain 
amount of money in insurance, it does 
not decrease in value; in fact, some of 
the plans offered by insurance companies 
increase the value of your investment 
year by year. 

“The writer knows of one instance 
where a business man bought a large 
policy about five years ago, and at that 
time he was considering the advisability 
of buying a policy five times greater 
in value. His income was large and he 
could have easily paid the premiums on 
the greater amount. But instead of 
putting his excess earnings into an in- 
surance company he invested in stocks, 
and, like thousands of others, lost almost 
the entire amount during the depression. 
If he had invested this money in the 
larger policy he was considering at that 
time, it would not have been swallowed 
up in the recent panic. 

“With thousands of our banks failing, 
we have yet to hear of the failure of a 
single insurance company. These huge 
organizations, with capital extending 
into hundreds of millions, have weath- 
ered the financial storm without a 
tremor. Regardless of the manner in 
which we have misconstrued the mean- 
ing of life insurance, it is nevertheless 
a safety factor of incalculable value. For 
death comes to all of us—there are no 
exceptions—and if we can leave our 
loved ones reasonably well protected 
from hardship and suffering we may 
consider ourselves well repaid for any 
sacrifices we may have found it neces- 
sary to make.” 


Eliminating Some Depression Talk 


THE other day a man who had become 
oppressed with the business depression 
conversation which seems to have taken 
the place of prohibition and bootlegging 





talk stated that he was arranging to go 
on an automobile trip for two weeks 
with three companions. Before going 
he wanted the positive assurance from 








the other three that not a word during 
the two weeks would be spoken about 
the economic and business situation. He 
said that during the two weeks he 
wanted to think of sunshine, blue sky, 
hope, good health and brighter days. 
He wanted to imbibe the spirit of opti- 
mism and good cheer. He didn’t want 
Old Man Gloom continually stalking 
around. 

It might be well for all of us to elim- 
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some extent the 
talk. Many peopk 
who have lost and lost heavily, wh 
have been confronted with 
that seem almost insurmountable, gloy 
with a new luster because they 
cast their losses off and are endeavoring 
to come back with a new spirit. The 
indomitable fighting courage should be 
man reveals himself i 


inate to 
panicky, 


somber 


have 


foremost as a 
days like these. 








PERSONAL SIDE OF BUSINESS 





John D. Rees, auditor Midland Mu- 


tual, has been presented with a stick 
pin, which commemorates his 25th year 
with the company. He is the ninth 


member of the staff to be thus honored. 
The presentation was made by Presi- 
dent H. B. Arnold. 


A quarter century of continuous serv- 
ice to the Northwestern National Life 
was completed April 1 by A. W. Crary 
and the agency which bears his name 
at Fargo, N. D. It was just 25 years 
ago, April 1, 1907, that Mr. Crary was 
appointed a general agent in North 
Dakota, at which time the company 
was 22 years old but had secured only 
a foothold in that state. 

In the 25 years since its founding, the 
A. W. Crary agency has grown to be 
the second largest of the Northwestern 
National’s agencies from the standpoint 
of insurance in force, and now has on 
its books practically 10 per cent of all 
the life insurance in force in North Da- 
kota. The agency now ranks among 
the finest and best known life insurance 
organizations in the northwest. 

Mr. Crary for a number of years per- 
sonally accounted for a large share of 
his agency’s production, and even today 
he manages to find time to write a com- 
fortable volume, last year accumulating 
well over $100,000. His agency now has 
35 full-time producers as well as a num- 
ber of part-time men. 

In recognition of this quarter century 
of excellent work, the Northwestern Na- 
tional has launched a silver anniversary 
celebration in the form of a policyhold- 
ers’ campaign in North Dakota during 
April. The Crary agency has at present 
about 15,000 policyholders. 

Alfred Hurrell, a vice-president and 
counsel for the Prudential, and Mrs. 
Hurrell, have announced the engage- 
ment of their daughter, Miss Helen Vir- 
ginia Hurrell to William Wallace Mc- 
Horney of Montclair. The Hurrells re- 
side in Glen Ridge and Mr. Hurrell was 
for many years mayor of the town. 


C. A. LaCroix, a veteran of 30 years’ 
continuous service with the Home Life 
of New York, retired as general agent 
in Portland, Me., March 31. He joined 
the Home Life in 1901 as an agent, and 
was made general agent in Portland in 
1907. He built a substantial unit in 
Maine for several years being among 
the Home Life’s ten leaders country- 
wide, and putting the company among 
the leaders in his state. 

On the day of his retirement, Mr. 
LaCroix was tendered a dinner in Port- 
land by E. I. Low, chairman of the 
board of the Home Life, who presented 
to him a handsome loving cup in honor 
of his service. Among the guests were 
Cc. C. Fulton, Jr., superintendent of 
agencies, E. C. Kelly, field supervisor, 
W. C. Spencer, state insurance commis- 
sioner, Judge B. F. Cleaves, Vice-presi- 


dent W. W. Morse of the Federal Life 
& Casualty, and a number of other 
friends. 


W. W. Dark of Indianapolis. presi- 
dent and founder of the Indemnity Life 
& Casualty, died there Friday night 
from heart disease after an illness of 
about a week. 

Mr. Dark was born in Indianapolis 


in 1873. After attending Cornell Uni- 
versity for two years, he returned t 
Indianapolis and entered the insurance 
business, first in the agency end an/ 
later became vice-president of the Amer 
ican Central Life, of which his father 
was one of the founders. 

He organized his own company 
1927. He had previously been secre 
tary-treasurer of the Business Men: 
Indemnity. He served as secretary o 
the Health & Accident Underwriter 
Conference for a number of years. 

H. A. Behrens, president of the Con- 
tinental Assurance of Chicago, was in 
Washington, D. C., this week attending 
the annual banquet of the Gridiron clu 
G. F. Claypool, executive vice-president 
went along on the trip. 

M. Albert Linton, president of th 
Provident Mutual Life, celebrated hi 
45th birthday last week. Mr. Linton ss 
one of the youngest life insurance pres- 
dents in this country. He has been with 
the company since 1909. 

Franklin D’Olier, vice-president of the 
Prudential, will be 55 years old April 28 
He served with distinction in the worl 
war, becoming a lieutenant colonel, ani 
was elected the first national commanéer 
of the American Legion. 

J. Scott Crowder, agency director # 
Charlottesville, Va., for the Atlante 
Life for the past 13 years died recently 

Elbert Storer, president of the Ne 
tional Association of Life Underwriters 
has been confined to his home at Indiat- 
apolis for the past week by an attack 
“flu,” but is spending a few hours ea 
day at the office this week. He is sche? 
uled to address local associations at Co 
lumbus, O., and Pittsburgh April 21 an 
22 respectively. On April 20 R. B. Hul 
managing director National associatio! 
and Mrs. W. S. Pritchard, director 
the American home department of the 
association, will meet at Indianapo!is 
a conference. 


Joseph K. Bye, secretary-treasurer © 
the Ohio State Life, known among 
friends as the man who never takes 
vacation and who is at his desk eat! 
and late, attended a dinner in his hon 
given by the Pittsburgh agency 4 '* 
evenings ago and was absent only 4 
hour and a half from his office. — 
Bye flew to Pittsburgh, leaving Colt! 
bus about 4 p. m. To catch a plane, ™ 


1939 


hard times 


obstacles 









































left his office at about 3:30. After ™ 
dinner was over he boarded a ra 
at the station in Pittsburgh and af 
back at his office before 8 o'clock ' 
next morning. 3 


\ birthday party in honor of Dr. C : r 


Schilling. vice-president and medical ¢ 
rector of the Ohio State Life, was Ss! 
by the Cleveland agency, of which 
Adams is manager. Talks were give 
by Dr. Schilling. F. L. Barnes. ase” 
vice-president, Manager Adams * 
others. 





Leon A. Triggs, former g¢ neral age™ 
the Berkshire Life at Chicago = 
definitely is out of life 

moved to Kans 
manage’ 


of 
Minneapolis, 
surance. He recently 
City, becoming Missouri state 
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for the Investors’ Syndicate of Minne- 
apolis, a $46,000,000 organiation, 37 
years old. Mr. Triggs moved his family 
to Kansas City last week. He will be 
remembered as a C. L. U., active in or- 
ganization of the Minneapolis-St. Paul 
chapter of C. L. U., and considered an 
expert on business insurance. 


E. E. Rhodes, vice-president Mutual 
Benefit Life, and Mrs. Rhodes have re- 
turned from an extended trip abroad. 


Dwight G. Holbrook, former Con- 
necticut manager for the Mutual Life of 
New York, died at his home in West 
Hartford, Conn., at the age of 64. He 
was connected with the Mutual Life for 
47 years. 


Mrs. C. T. Warner, wife of the Ohio 
superintendent of insurance, suffered a 
stroke of paralysis a few days ago and 
is in a serious condition in a Columbus 
hospital. 


John D. Peake, manager at Richmond 
for the Life & Casualty of Tennessee, 
is running for Congress on the Re- 
publican ticket on the Richmond dis- 
trict. He made the race several years 
ago without success. The district is 


‘overwhelmingly Democratic. 


Samuel Buchanan Wells, seventh 
grandchild of Samuel B. Love, manager 
at Richmond for the Mutual Life of New 


York, was born recently at Charlottes- 
ville, Va. 


President C. B. Robbins of the Cedar 
Rapids Life, who has been serving as 
Iowa state chairman of the Citizens Re- 
construction Organization, has received 
a commendatory letter from President 
Hoover congratulating him on the sig- 
nal service he has performed. Under 
Colonel Robbins’ leadership, lowa made 
a splendid record, being in the lead prac- 
tically all through the campaign for 
organization. 


L. Brackett Bishop, old-time manager 
of the Massachusetts Mutual Life in 
Chicago, and former president of the 
National Association of Life Under- 
writers, and Mrs. Bishop, who have 
been spending the winter at Miami, Fla., 
have returned home. They celebrated 
their 42nd wedding anniversary April 2. 
This was Mrs. Bishop’s 71st birthday 
anniversary. Mr. Bishop was 78 in 
February. 

April is set aside by agents of the 
Lafayette Life to honor its distin- 
guished secretary and treasurer, W. W. 
Lane. He has been connected with 
the company as secretary since it was 
organized. April 11 was his natal day. 
Therefore the big drive was made on 
Monday. Mr. Lane is loyal to the 
agency staff as well as to all connected 
with the company. 











NEWS OF THE COMPANIES 





Favorable Report Presented 





Five State Departments Made Search- 
ing Examination of the California- 
Western States 





The California, Oklahoma, Oregon, 
Washington and Wyoming departments 
have presented their report of examina- 
tion of the California-Western States 
Life, checking up the annual statement 
as of Dec. 31. The report says that the 
investments in bonds are well diversi- 
hed and of a high order, yielding a sat- 
isiactory interest return. Stock hold- 
ings constitute a very small part of the 
assets. The valuation of its stocks shows 
depreciation but the examiners say that 
these investments justify faith in the 
ultimate recovery of value. No error 
was found in the various tests as to re- 
serves. The examiners say: 

,_ The result of this examination shows 
that the affairs of the California-West- 
ern States Life have been ably and con- 
servatively administered. As illustrated 
in the exhibits and elaborated upon in 
the textual material presented in this 
report, all compiled independently of 
the company’s annual statement, the 
California-Western States Life is now 
occupying an enviable position among 
contemporary carriers. With a capital 
and surplus protection to policyholders 
aggregating $2,750,000, augmented by 
a substantial contingency reserve, the 
company is in a position to render serv- 
ce of the highest type.” 


General Life, Ill., Resists 
Liquidation Proceedings 





Ref : 
\elerence of 


—" the General Life of 
“Pringheld, Ill. ¢ 


for liquidatior. ’ pre the attorney general 
i the . ation, proceedings and refusal 
to vo I application of the General Life 
tee fund subscriptions for the guaran- 
mandeoe “él answered with a writ of 
Sead “sag ad with the Illinois supreme 
seeks to « ts veneral Life. The writ 
aes coe ee Superintendent Hanson 
oe at oe certain changes in the char- 
cense oak company and to issue a li- 
ra a ep. solicitation of subscrip- 
Mr. Nee guarantee fund. a 
refused + om, according to the petition, 
to approve the charter amend- 


was referred to the attorney general, 
Feb. 20, 1931, for liquidation proceedings. 
which were never instituted, however. It 
is contended that the Illinois department 
found the company solvent in 1931, but 
with less than 200 members and that 
another examination in 1932 showed the 
General Life had 636 members of which 
250 were allowed as bona fide. 

As a result of the 1932 examination, 
the matter was again presented to the 
attorney general for liquidation, but no 
further steps have been taken. 

The General Life is an assessment 
company under the July 14, 1927, act. 

As of Dec. 31, 1930, admitted assets 
were $2,442; insurance in force $133,843; 
received from policyholders $3,610 and 
claims paid $500. 

The Illinois department is attempting 
to wind up some of the small companies 
that are in bad shape. It has acted re- 
cently against the Modern Mutual and 
Roosevelt Life, assessment life com- 
panies; Peoria Casualty, assessment ac- 
cident company; Mutual Professional. 
liability company; Interstate Mutual 
Automobile and American Mutual, In- 
demnity. 





Reorganization of Bank 
Savings Life Is Expected 





In view of the collapse of the proposed 
consolidation of the Federal Reserve 
Life of Kansas City, Kan., and the Bank 
Savings Life of Topeka, the likelihood is 
that there will be a complete reorganiza- 
tion of the Bank Savings Life. Much 
of the stock of the Bank Savings Life 
is up as collateral with the National 
Bank of Topeka. It was the action of 
that bank that caused the consolidation 
to be called off. Suits were brought by 


the bank to enjoin the stockholders, 
whose holdings were up at the bank, 
from voting the shares. Thereupon 


President Bushman of the Federal Re- 
serve announced that the merger was off. 
It is likely that the bank will supervise a 
reorganization. Another merger of To- 
peka companies is likely to mature 
shortly. The National Reserve Life and 
the Liberty Life of that city are reported 
to be getting together. 





Vote on Merger April 28 


The merger of the Cosmopolitan Life 





Buying and Selling 


There is one type of man who BUYS 
his life insurance protection, 


needing little SELLING to 


influence him. 


Summed up, he has three 
cardinal virtues. 
They are: 
He meets all duty 
squarely. 


He recognizes his obliga- 
tions. 


He is just. 


He is a “natural” 
among prospects. 
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ARE YOU AWAKE TO OPPORTUNITY 

Life Insurance Men of Vision Know That the Greatest 

__ Opportunity 
Is with the Company That Is 

NOT TOO LARGE NOT TOO OLD 

NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 

WE HAVE THE TOOLS 


Participating and Non-Participating Policies—Men and Women Equal Terms—T: 
Disability and Double Indemnity as = 


irect Contracts, Human Relations, Liberal 
Contracts and Clubs 
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be voted upon by stockholders of both 
companies April 28. E. E. Sallee, presi- 
dent of the Cosmopolitan, in a letter to 
stockholders says that the stock in the 
Victory to be issued for stock of the 
Cosmopolitan will be worth substantially 
more than the stock they now hold. 

W. J. Bryden, organizer and general 
manager of the Victory, will continue as 
the active manager, although some direc- 
tors are to be added from the Cosmopol- 
itan list. 


Provident Life Report 


A conventiOn examination of the 
Provident Life of Bismarck, N. D., as 
of Dec. 31, in which Montana, North 
Dakota and South Dakota participated, 
shows that the financial statement was 
correct in all respects. The comment 
was favorable in every way to the 
Provident. 


To Close Up Roosevelt Life 


The Illinois department finds that the 
Roosevelt Life of Chicago is in such 
condition that it has been recommended 
to the attorney general that proceedings 
be instituted to liquidate its affairs. It 
is an assessment concern. 


Golden West Life Chartered 


The Golden West Life of Topeka was 

incorporated by the Kansas charter 
board last week. The incorporators are 
G. A. Sawyer, O. B. Eidson, C. J. Smith, 
C. H. Gardner and M. G. Snyder. 
_ Mr. Sawyer formerly was state agent 
for the Security Mutual of Nebraska and 
lately has been state agent for the St. 
Louis Mutual. Mr. Eidson is a lawyer. 
The other incorporators are Topeka 
business and professional men. 








Bankers Reserve Record 


A new high volume mark for sub- 
mitted business in the Bankers Reserve 
Life was set in March when a campaign 
was conducted in honor of President W. 





G. Preston. Nearly 400 agents sub- 


mitted applications. 


State Mutual Life’s March 


The State Mutual Life reports that 
March showed a 10.23 percent gain in 
paid business over March a year ago. 
Outstanding records were made by J. 
B. Clark and Paul C. Sanborn, general 
agents in Boston, whose agencies led 
for the month. F. W. Pennell of New 
York and W. A. Craig of Philadelphia 
took second and third positions. During 
the week starting March 14, agents cele- 
brated “My Personal Insurance Week,” 
in honor of President Chandler Bullock. 


Bankers Mutual Expanding 


The Bankers Mutual Life of Freeport, 
Ill., is enlarging its home office facili- 
ties to take care of its increasing busi- 
ness. It has taken additional space and 
is remodeling its present office. When 
the- changes are completed it will have 
about double the office space which it 
had heretofore. 

President Peasley expects to see the 
finish of this work in about 30 days. In 
June the company will hold a conven- 
tion of its agents at the home office. 
It is expected that at least 100 will be 
on hand. 





Union Cooperative Officers 


Following the death of President 
Charles P. Ford of the Union Coopera- 
tive, G. M. Bugniazet has been elected 
president; Dr. J. R. Biggs, vice-presi- 
dent; C. F. Crowder, secretary and 
treasurer. Mr. Bugniazet has been sec- 
retary and treasurer. Dr. Biggs has 
been medical director. Charles F. Nes- 
bit, former insurance superintendent of 
the District of Columbia, is manager. 





April for Hay 


April has been designated as presi- 





dent's month by agents of the Great 
National Life of Dallas, in honor of 


President S. J. Hay. President Hay 
is personally assisting in the campaign 
and April is being looked forward to 











000 more than in March, 1930. More 
agents produced in March this year than 
in the same period last year, and the 
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as one of the largest months the com-| increase was accounted for by no o1 Life, 
pany has ever had. The campaign slo-| agency, but pretty equally by all Securi 
gan is “Bringing Home the Bacon for | them. Mutua 
Hay,” and is being used on all corre- = —- \ccide 
spondence. March was 100 percent Surety Life in New Building rhe 
ahead of March, 1931. Formal opening of the Surety Liie’s dead : 
new home office building at 3718 Broad- a —s 

Kansas City Life’s Month way, Kansas City, took place April 4 tender 
sie ” It formerly was in the Board of Trade te st 
In March, “President's Month, the building that h 
Kansas City Life paid for in excess of , cause 3 
$9,000,000, which is over $1,500,000 The Continental Uife of St. Louis | The 
more than March of last year, and $800,-" been admitted to Kentucky. an aut 
prohibi 
SoM 
AS SEEN‘FROM NEW YORK f[.": 
Lite of 
By R. B. MITCHELL March 
P . ° , the sat 
BOND SALESMEN IN NEW WORK | an arrangement which will bring him in vear te 

Many of the recruits in the ranks of | at the end of a stated a ae with 
life insurance are former bond salesmen, | age than he has . , = — months 
a very significant tribute to the increas- | ¢ a can re votes ay aye | The 
ing respect for life insurance as an in-| * 'OF : e -~y s pos Pa then Life p 
vestment. These former securities sellers | Prospect to star gs account, Be compat 
should make good insurance agents. | Putting one-twelfth of the next year’ month 
Most of them have pleasing personali- | Premium into the account each month. 1932, $ 
ties, a nucleus of clients, and are used | The - ane, gy ae oe ” 

to a job which involves getting out and | Prisingly willing to coop = 
eel 1 A d deal d d arrangement, and will even arrange t = 
seeing people. good deal depends on : . Agen 
whether they were really successful | dt@w @ draft to the insurance Gomngeny the Mz 
securities merchandisers or whether they | for the premium at the insured’s request. charge 
were merely being carried along on the ! * * * tober. 
crest of the prosperity wave. : DECISION AS TO AUTOPSY +666 ,00! 
SIFTS one 1 Interest attaches to a decision « — 
; : eee Justice Untermyer in the New York 


A New York City agent who has 
made a sound success of a well-devel- 
oped cold canvassing system says he 
has found it more profitable to limit his 
time to those prospects who are defi- 
nitely able to pay premiums. Reduced 
incomes of many who would otherwise 
be prospects cause a condition which 


makes the latter procedure more profit- 
able, at least until conditions improve. 
His plan is to interest his prospect in 





supreme court that the refusal of a bene- 
ficiary to permit the insurer to have an L. A 


autopsy performed may not necessarily general 
have deprived the insurer of any sub- was th 
stantial right. The court said that there meeting 
is no reason to regard the provision in the Per 
the policy giving the insurer the right ife age 
and opportunity to make an autopsy as boss yé 
a condition of payment, which if not gest ha 
complied with would constitute a com- with, M 
plete defense. The decision was in the Mr. | 








holders alike. 





It has always been the policy of this company to take a 


are now among the lowest in the United States. 


employment every year. 


A company progresses only as well as it treats its repre- 
sentatives and policyholders. That explains fully why 
the Western and Southern 
strongest life insurance companies in the United States. 


has become one of the 


personal interest in each one of its representatives and 
policyholders. During the past year it has not only in- 
creased salaries twice but has lowered its guaranteed 
premium rates to a lower level than ever before. They 


This 


reduction has richly benefited field men and _ policy- 


Western and Southern representatives are given every 
assistance and encouragement, with 52 weeks of steady 


New offices, now being 


opened, offer splendid opportunities to worthy men. 



























| | AMAN CAN BUILD A 
SUBSTANTIAL ESTATE 
IN THIRTY YEARS BY 
SAVING A CERTAIN AMOUNT /_ 


HE CAN CREATE TH 
SAME ESTATE IN THIRTY 
MINUTES AND TAKE THIR 
YEARS TO PAY FOR oun: 
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case of Mary Dana vs. New York Life. 
The beneficiary has other suits pending 


against the Prudential, Metropolitan 
life, Equitable Life of New York, 
Security Mutual Life, Northwestern 
Mutual, Commercial Travelers Mutual 


\ccident, aggregating about $140,000. 

The assured, W. J. Dana, was found 
dead in Tauton, Mass., at the bottom of 
a flight of stairs. The beneficiary con- 
tended that Dana accidentally feil down 
the stairs while the insurer contends 
that he dropped dead from a natural 
cause and then tumbled. 

[he beneficiary refused permission for 
an autopsy on the ground that it was 
prohibited by the Rabbinical law. 

SOME NEW YORK CITY FIGURES 

fhe J. S. Myrick office of the Mutual 
Life of New York paid for $2,700,591 in 
March as compared with $4,948,567 in 
the same month of 1931. Total for the 
vear to date is $8,082,300 as compared 
with $10,501,067 for the first’ three 
months of 1931. 

The R. H. Keffer agency of the Aetna 
Life paid for $2,207,948 in March, as 
compared with $1,862,550 for the same 
month of 1931. Year to date figures are: 
1992, $7,005,089; 1931, $6,546,750. 


x * * 
O'BRIEN GAINING GROUND 
{gency Manager M. E. O’Brien of 


the Maccabees in New York City took 
charge of the Metropolitan office in Oc- 
tober. The new business in March was 
$666,000 giving the office $1,173,000 new 
business for the first three months. 


*x* * * 
L. A. CERF A SPEAKER 
L. A. Cerf, former New York City 


general agent of the Mutual Benefit Life, 
was the speaker at last week's agency 
meeting of the J. Elliott Hall agency of 
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insurance agent becoming a 


working in one locality or in a certain 


line of business so in a few weeks he wi.l 
know as much about the gossip and 
ramifications of that trade as the men 
actually engaged in that business. By 


following this procedure and specializing 
im one type of policy, Mr. Cerf said, an 
agent would be able to see two or three 
times as many he could 
spreading his throughout 
city. 

Summing up, Mr. Cerf told his hearers 


by 


the 


people as 
activities 


they could forget 90 percent of what he | 


had said if they would remember the one 
thought. “Write a man for his possibili- 


specialist, | 


ties.” He said this thought did more to 

|help him get into the larger 

production than any other single idea. 
K ok 

METROPOLITAN LIFE MONOGRAPHS 


c.ass ol 


rhe Metropolitan Life has issued two 
monographs on msurance, 
making six in all. The new monographs 


| more social 


jare No. 5,°The Administration of Un 
}employment Insurance: a Brief Sum 
mary of the Essential Administrative 
features of Governmental Plans in 


| Eleven European Countries,” and No. 6, 
“The Limitations of Unemployment In- 
surance; the for Supplementary 
State Aid.” 





Need 








AS SEEN FROM CHICAGO 





NEW SUN LIFE PUBLICATION 

The Chicago branch of the Sun Life 
of Canada has started issuing a monthly 
publication for agents which is nicely 
edited and should prove a valuable me- 
dium because of the many sales ideas 
its contains. Following the practice of 
some daily papers, the last page is de- 


voted entirely to pictures. The initial 
number carries an article by Manager 
D. J. Scott, telling of the important 
head office staff changes in February 


and presenting to agents the qualifica- 
tions of Arthur B. Wood for his new 
post of vice-president and managing di- 
rector, 
HEIFRTZ CLASS 

The Samuel Heifetz agency of the 
Mutual Life of New York, Chicago, will 
conduct a six weeks’ spring life insur- 
ance training class, which was inaugu- 
rated April 12. These classes are held 


TRAINING 


selling. Those who are just starting 
in the business, as well as others seek- 
ing advanced knowledge, are invited to 
attend. Mr. Bernhard has conducted 
these classes for the last three years 
and has been instrumental in helping a 
large number of present life insurance 

producers to become more successful 

* , a 

RULES ON INSURANCE TRUST 
Circuit Judge Taylor in Chicago this 
week delivered an opinion holding that 
the $1,100,000 life insurance trust created 
by the late Knowlton L. Ames, chairman 
of the board of the Booth Fisheries 
Company and owner of the Chicago 
“Journal of Commerce,” could not be 
used to settle claims of creditors against 
his estate. A suit was brought by Gur- 


nett & Co. Boston stock brokers, 
against the Mutual Life of New York 
and Penn Mutual, asking that they be 


ordered to pay the proceeds of the polli- 
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pany 


Oi this amount the Gurnett Com 
claimed a debt of $324,361 as a re 
sult of market transactions Attorneys 
for the brokerage house contended that 
the trust was invalid because there was 
no actual property involved, it only con 


sisting of life insurance policies. Attor 
ney Tuthill representing the two com 
panies asserted that the policies had 


actual value 
ion, said: 
“If a promise on the part of 
surer to the beneficiary—aiter a notice 
by the insured to the insurer of the 
physical transfer of the policies to the 
beneficiary, and the making of a change 
by recognizing the new beneficiary, the 
Central Republic Bank—came into being 
as it did and ran directly to the bank as 
trustee, it was, until extinguished by 
some act of the insured, a valuable thing 


Judge Taylor, in his opin- 


the in 


for the time it lasted In this case it 
was until the death of the insured.” 
* * * 
HAVILAND AGENCY GROWING 


The F. H. Haviland agency of the 
Connecticut General in Chicago has been 
going steadily ahead this year, the first 
three months this year showing 30 per- 
cent increase in paid business, both in 
volume: and premiums, and up to the 
quota of $5,000,000 for the year. This 
represents an increase of $1,500,000 over 
i931 paid production. Within the next 
60 days the agency will add two new 
assistant managers, making a total of 
four. F. E. Cripe and E. E. Enoch are 
the present assistants. The agency has 
five men over a year in life insurance 
and 25 new men who have anywhere 
from two to 12 months’ experience 

x * * 
FALK’S UNIT LEADER 


M. P. Falk, assistant agency manager 


in the Lustgarten agency of the Equi 











sion in the Penn Mutual Life. The fact that the | about three times a vear and are con-| cies to a bank, the trustee, as assets of the | table of New York in Chicago, is cele 
e right life agent is his own boss—‘“the worst | ducted by Raymond S. Bernhard, who | estate \s such, the fund would be] brating his i14th anniversary with the 
ypsy as boss you can have’’—is one of the big- | has been associated with this agency | available to creditors Equitable. He started as unit manager 
if not gest handicaps the agent has to contend | for the past four years. The classes Following the suicide of Mr. Ames, |-in 1918 and in March his unit was leader 
a com- with, Mr. Cerf said. will be conducted from the primary to] his estate was disclosed as insolvent with | among 18 central. western agencies in 
in the Mr. Cerf is a firm believer in the life | the advanced stages in life insurance | assets of $50,000 against claims of $536, paid volume 
a - —— — — — — 
= os 
= —— | 



















HIR 
2 IT. 
















IRTY 


E PLAN IS AS GOOD AS THE OTHER 


IF - 


IS SURE OF LIVING THIRTY YEARS 


BUT- 


EISNOT ABSOLUTELY CERTAIN THAT HE 
LLIVE THIRTY YEARS AND ENJOY GOOD | 
LTH IN THE MEANTIME ----- THEN THE 
INSURANCE PLAN IS THE ONLY WAY THAT 
AN BE ASSURED THAT THE AMOUNT OF THE 
ATE HE PLANS WILL BE PAID IN FULL WHETHER 
THE HIVES FOR THIRTY YEARS OR DIES TOMORROW. 
| AND LISTEN / 


E BECOMES DISABLED AND DRAWS 
CY FROM HIS SAVINGS ACCOUNT, THAT 
HOUNT IS DEDUCTED FROM HIS ESTATE, 
REAS--- HE CAN DRAW DISABILITY 
NCFITS FROM HIS LIFE INSURANCE ESTATE 
HHOUT ANY DEDUCTIONS WHATEVER 
- THE AMOUNT OF THE POLICY. 




















New Low Annual Rates for $1,000 | 


Ages |Premium!| Ages |Premium)| Ages |Premium 


10 10.67 26 15.10 
11 10.85 || 27 15.50 
12 11.05 28 15.92 
13 11.25 29 16.37 
14 11.46 30 16.84 
15 11.69 31 17.35 
16 11.93 32 17.89 
17 12.17 33 18.46 
18 12.44 34 19.06 
19 12.71 35 19.70 
2 13.00 36 20.36 
21 13.31 37 21.04 
22 13.63 38 21.78 
23 13.98 39 22.55 
24 14.34 40 23.37 
25 14.7) 


THE 


WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


CHARLES F. WILLIAMS, President 
Cincinnati 


41 24.25 
42 25.17 
43 26.17 
44 27.22 
45 28.33 
46 29.51 
47 30.80 
4k 32.16 
49 33.60 
SO 35.15 
51 36.84 
52 38.57 
53 40.41 
54 42.38 
55 44.47 
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Barney Goes to Providence 





Home Life Appoints Well Known New 
England Underwriter to Take 
Important Territory 


Walter C. 
general agent 
New York at 


3arney has been appointed 
for the Home Life of 
Providence, R. I., with 





BARNEY 


WALTER C, 


jurisdiction over all of Rhode Island and 
Bristol and Barnstable counties in 
Massachusetts. He started as an agent 
for the Mutual Life of New York in 
New Bedford in 1919. Three years 
later, he went with the Paul Clark 
agency of the John Hancock Mutual as 
district agent at New Bedford, covering 
New Bedford, Fall River and Taunton. 
He was with that organization for eight 
outstanding personal 


years, being an 
producer. 

In returning to Providence, to open a 
general agency for the Home Life he 


migrates to his birthplace, from which 
he moved 28 years ago. 


Aetna Names H. E. Watlington 


Group. Expert Is Appointed General 
Agent at Birmingham, Ala., to 
Succeed W. C. Reed 


\nnouncement is made of the ap- 
pointment of H. E. Watlington, IJr., as 
general agent at Birmingham, Ala., for 


the Aetna Life to succeed W. C. Reed, 
who resigns to become a personal pro- 
ducer, 


Mr. Watlington, a native of Birming- 
ham, attended there and was 
graduated from Howard College in 1925. 
Shortly after, he entered the school con- 


schools 


ducted by the group division at the 
\etna Life's home office. He was as- 
signed to the Birmingham general 
agency, as home office representative 


for the group division, in which capac- 
ity he has continued until now. He has 
added to the Aetna’s group policyhold- 
ers many of the large concerns of Ala- 


H. H. McBratney 


H. H. McBratney, C. L. U., who was 
succeeded as general agent of the State 
Mutual at Baltimore by J. A. Preston, 
formerly of the educational department 
Penn Mutual at Philadelphia, has been 
appointed associate general agent of the 
Connecticut Mutual at Baltimore, as- 
sociated with W. K. Magruder, general 
agent. Mr. McBratney began his life 
insurance career in New York City and 
for a time was general agent of the 
\etna Life, then five vears ago took 

















over the State Mutual's general agency 


—- 


New North Carolina Manage; 


H. T. Licklider and Fred Watson Name 
by Union Central, Succeeding 
H. S. Spencer 





H. T. Licklider and Fred Wats 
have been appvinted managers of ¢ 
Union Central Life for western Nor 





Carolina with new headquarters in 
Reynolds building, Winston-Salem, 
They succeed H. J. Spencer, who sing, 
1923 has been manager at Charlotte 
local office will be retained at Charlot, 





in the First National Bank building 
under Mr. Spencer. 
Mr. Licklider and Mr. Watson fi 





five years have been partners represen 
ing the Union Central as personal pr 
ducers at Winston-Salem. 

Mr. Licklider started in life insurane 
in Virginia more than 20 years ago, late 
moving to Charlotte and Hendersonvilk 
N. C. He moved to Winston-Salen 
1927 and joined the Union Central. § 
he and Mr. Watson became partners 
five years Mr. Licklider has 
almost $2,000,000 of business. 

After several years in the tobac 
business Mr. Watson sold insurance i 
several cities of North Carolina. He re 
turned to Winston-Salem six years ag 
and joined the Union Central in 1929 

Mr. Licklider and Mr. Watson became 
acquainted and formed a partnership 
a result of competition on a case 

Mr. Spencer started selling in 
kansas jin 1916. He was transferred tw 
years later to Charlotte as branch map- 
ager and in 1923 was made Union Cer 
tral manager. 


paid lor 


" 


Robert Schulman 


Robert Schulman has been appcinte 
agency manager for the Bankers Reserve 
Life of Omaha at Tulsa, Okla. Mr 
Schulman formerly represented the } 
liance Life and the Union Central 








F. M. Phillips 


F. M. Phillips has been appoint 
agency field superintendent in Tennesst 
for the Lamar Life of Jackson, Mis 
with headquarters in Lebanon, Tem 
He formerly was field supervisor for t 
Inter-Southern and has had much ¢ 
perience. 





- 


R. M. Truesdell 


R. M. Truesdell has been named ma 
ager at Davenport, Ia., for the Equitadt 
Life of New York. He was forme! 
manager at Sioux City for four years 


Becker & Becker 
J. N. Becker, general agent 
sas City, Mo., for the Continental ! 
of St. Louis, has taken his son 
partnership and the agency will he 





1 


im ie 


forth be known as the Becker & Bec 
\gency. 
A. M. Nelson 
\. M. Nelson has become 
manager of the Travelers, succeed” 


Harlan Walker, transferred to 
Mr. Nelson formerly was assistant! 


ager at Dallas, Tex 





Cc. L. McNulty 


C. L. McNulty has been appo 
manager for the Federal Life w™ 
Praetorian building, 





fices at 1511 cine, 
las. He will supervise both the e° 
accident business there. 
J. E. Craigle 
J. E. Craigle has been app nite 
erintendent of the Prudential at ‘ 





bus, Ind. He succeeds Superinten i 
1. Huffer, who recently retired, y 


° > q 
been with the company since 18 





in Baltimore. 


superintendent at Columbus since 
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Mr. Craigle started with the Prudential 
as an agent in Indianapolis. He was 
made assistant in Indianapolis No. 1 in 


1918 





Life Agency Notes 


The Texas Life has opened an office 
for central west Texas at Abilene with 
M. E. Owen as manager. He is located in 
the Alexander building. 

J. R. Oliver of the Oliver Agency, 
Senath, Mo., has been appointed general 
agent in southeast Missouri for the Con- 
tinental Life of St. Louis. 

A. S. Bullock, formerly general agent 
for the Continental Life of St. Louis at 
Little Rock, Ark., is now associated with 
his brother at Fort Smith, Ark. 

J. E. Foster, Jackson, Miss., has been 
appointed associate district manager of 
the W. C. Buckley home office agency of 
Lamar Life. He was formerly with the 


New York Life as special agent and later 
Mississippi supervisor of the Jefferson 
Standard and supervisor for the Stand- 
ard Life. 

Arthur Hulburt, Reedsburg, Wis., has 
been appointed district manager of the 
Mutual Life of New York for Sauk, 
Juneau and Adams counties. 


H,. M. Saugman has been appointed dis- 
trict manager for the Mutual Life of 
New York at Racine, Wis. He has had 
18 years’ of experience in life insurance. 

The Great Western has opened offices 
at 412-13 New York building, St. Paul, 
with Harold Smith as district manager. 
He was formerly with the Royal Union 
Life. 

E, E. Eastwood, manager of the Chi- 
cago Roseland district of the Western 
& Southern Life, has been made assist- 
ant superintendent of agencies in the 
home office. He is succeeded by R. 
Conner, who was under Manager East- 
wood in Chicago. 











IN THE SOUTH AND SOUTHWEST 








Figures on Alabama Business 





Ordinary Industrial and Group Writings 
All Show Decrease From 
Totals for 1930 





MONTGOMERY, ALA., April 14.— 
Figures compiled by the Alabama de- 
partment show that $99,402,410 new or- 
dinary life insurance was issued in 1931 
against $126,839,601 for 1930. The 
amount terminated was $127,903,121 
compared with $127,369,369 in 1930; in 
force Dec. 31, $724,390,151 against $771,- 
060,769. 

Industrial life insurance issued was 
$80,345,475; terminated, $88,483,965; in 
force, $113,805,206. For 1930 the figures 
were: Issued $82,191,741; terminated, 
$87,821,385; in force, $124,321,940. 

Group figures for 1931 were: Issued 
$23,713,042; terminated, $24,529,396; in 
force, $90,438,067. For 1930: Issued, 
$28,713,531; terminated, $20,371,438; in 
force, $91,933,144. 


Proceeds Exempt From Tax 


NEW ORLEANS, April 14.—Pro- 
ceeds of a life insurance policy payable 
to an estate and inherited by an heir 
are exempt from liability for state in- 
heritance taxes, according to the court 
ot appeal in the case of H. H. Hedden, 
who died in 1931. It reversed the lower 
court, which held such proceeds were 
not exempt from inheritance tax liabil- 
ity. 

The Louisiana statutes provide ex- 
emption of life insurance policy pro- 
ceeds from debts. The court says: “If 
the exemption granted by the statutes 
Mm question is not personal to the de- 
ceased, or to the estate, but attaches to 
the fund itself, as we believe it does, 





Virginia 1931 Figures 


vile insurance of all kinds in force in 
: irginia at the end of 1931 totaled 
$1,332,864,483, according to figures com- 
piled by, the Virginia department, com- 
pared with $1,324,435,537 at the close of 
"30. New business written last year 
amounted to $273,020,360, including 
$128,138,729 ordinary, $117.916,510 indus- 
trial and $26,965,121 group. 





Honor Pan-American Veteran 


si M. Simmons, manager United 
- Loaweneien, Pan-American Life, was 
yw Aan gel Suest at a luncheon at San 
Ta ao en by E. W. Wade, manager 
oops. 2h-American, to the company’s 
agents in southwest Texas. 
m.. - presented to C. R. Alex- 
vears’ faithful « aan a lee ieee 
cup. Mr Alex Service, a silver loving 
ac odie ae and delivered 
paced Te. ich the Pan-American 
a — eter than Mr. Simmons and 
~SFtOwn representatives of the 


Pan-American included Matthew Brown, 
president Texas Life Underwriters As- 
sociation, and J. L. Lawrence, presi- 
dent Southwest Texas association. 


Montgomery Company Reinsured 


MONTGOMERY, ALA., April 14.— 
Circuit Judge Jones has approved a con- 
tract whereby the Liberty National Life 
of Birmingham has reinsured the policy 
contracts of the First National Life of 
Montgomery, recently placed in the 
hands of a receiver on petition of Su- 
perintendent Greer. Approximately 
$1,500,000 in business was involved. 

A lien for the full amount of the re- 
serve is placed on the contracts. The 
amount of reserve in all cases is com- 
paratively small, Mr. Greer stated, and 
the loss to the policyholders, therefore, 
will be comparatively small. 

Judge Jones also authorized the sale 
of the building and equipment of the de- 
funct company to the Preferred Life of 
Montgomery. 


—_———o 


White Addresses Women’s Clubs 


R. E. White, San Antonio, general 
agent of the Continental Life of St. 
Louis and secretary of the Texas Life 
Underwriters Association, addressed the 
convention of the Fifth District Federa- 
tion of Women’s Clubs at Laredo, Tex. 


——--s 


Secures Houston Franchise 


HOUSTON, TEX., April 14—The 
American National of Galveston se- 
cured the salary savings franchise of 
the Houston Lighting & Power Com- 
pany, which has 1,100 employes. The 
contract was placed by C. N. Smith, for- 
merly of the Missouri State Life, who 
joined the American National the first 
of the year. 





Receiver for Lubbock Company 


Elmo Wall, Lubbock, Tex., has been 
appointed receiver of the Farmers & 
Merchants Insurance Company of Lub- 
bock on application of Attorney General 
Allred. The company is alleged to be 
operating on the stipulated premium 
plan rather than on the post mortem 
assessment plan as provided by the law 
governing local mutual aid associations. 


Tries to Collect from Lloyds 


ST. PAUL, MINN., April 14—C. 
W. Briggs, St. Paul attorney, has gone 
to London to seek to collect $400,000 
on a life insurance policy taken out 
with Lloyds by the late Charles A. 
Weyerhaeuser, lumber millionaire, who 
died during a world cruise from an in- 
fection of the nose. His heirs contend 
death was due to an accident and are 
trying to collect under a clause in the 
policy covering accidental death. 

Mr. Weyerhaeuser was accompanied 
or his cruise by F. R. Bigelow, presi- 
dent St. Paul Fire & Marine, when 


The Road Ahead 


The success ahead of a life insurance | 
salesman depends upon five definite 
things— 

Himself 


I. 
2. 
3. His policy contracts 
4. His contract 


5. His company 


good, success can be predetermined. 


His field 
| 
| 





To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 


All of these are equally important. If all are | 
tract, with the right Company. | 


@For information address: 
A. R. Perkins, Agency Monager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





THEY CAME AGAIN 


Geod-will of clients toward an 
institution implies their inclina- 
tion to return for further service. 
In 1931, as in several previous 
years, more than half the com- 
pany’s new business (fifty-two 
per cent) was written on the lives 
of policyholders—a striking evi- 


dence of satisfied membership. 
a 


The Mutual Benefit Life Insurance Company 


Newark, New Jersey 
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death occurred. 
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. joi ine 10 ye 
0 , before income starts, | 4 joint income guaranteed for } 
force a year, and . may be elected at rates dependent upon 


it may be surrendered for cash, cash ame of the other sanuitaet. fhe nes 








policy. A death benefit is payable in | forfeiture provisions. Pen be issued 
event of annuitant’s death before in-| with or without a supplementary ‘dis. 
Siow Policies, Premium Rates, Dividends, Surrender Values, and all Changes in come starts, the benefit equaling cash | ability policy, according to regula 


Diese’ mgr epblished Pama dl be ore value or total premiums paid, whichever | Underwriting rules. 
PRICE, $5.00 and $2.00 respectively. is larger. 











Ra Lif Bankers Union Life 

mar e a ea 
Ba i An ; . ° . A new profit-sharing” 20-pay life 
New nkers Life nuity | Flexible Retirement Annuity | re Lamar Life of Jackson, Miss., has policy is being issued by the Bankers 
made a number of changes in its double Union of Denver. The rate at age 5 
indemnity and dismemberment clauses. | $38.34 per $1,000. The company makes 


Guarantees 3.5 Percent Interest and| New Aetna Life Contract Provides for The new. dismemberment clause does | @ feature of loan insurance, issued only 
on medical examination, at attained age 





Pays on Excess Earnings—Exceeds Change in Date for Starting not provide for payment of half the face Peas cannes at Ge aaelae teen. t0 
of policy in event of loss of one hand | 4nd for the amo ti tiation: 
Old Payment Payments or one foot, but pays principal sum for | yearly renewable term plan. 





- 


loss of both hands, both feet, both eyes, 


The Bankers Life of Iowa is now of- The Aetna Life is issuing a new re-| One hand and one foot, one hand and : 
s ri ri s now o € etna e is issuing a new re ene ee of ene fect and ene eye. Death Mutual Life of New York 


fering annuities with 3.5 percent interest | tirement annuity in annual premium - : : R = 

guaranteed, plus excess interest earnings | units of $50 or multiples ausest Pre- ee ee ae wg on ge _ The Mutual Life of New York has 
in form of dividends. There are two| miums are the same for all ages but the | penefit will not be payable when death | m@usurated a ee Se a 
options which may be applied to the | amount of annuity depends upon the | of assured is caused by an act of another Bh cee MR oy or more but net 
dividends. If taken in cash, the early | amount accumulated at the time when | person, intentional or unintentional, sane ne than two years. The reinstated 
years return considerably more than the | payments begin. This makes a flexible | or insane; nor will double indemnity be policy is redated by a period equal to the 
usual annuity but as the reserve de-| contract since the date upon which pay- | P@id where death errant eg aa time that the old policy was not in force 
creases dividends decrease also so that | ments are to begin may be changed at ee han ype in Fete thus relieving the policyholder from pay- 
when the annuitant reaches age 60 or 70] any time to suit the needs of the an-| while assured is insane or while in mili- | "& for any time —, pha. 
the income is about equal to that pro-|nuitant. If the contract originally ma-| tary or naval service or any other allied a i an iemieh @uababene 
duced by the same investment in the | tures at age 60, but at that age an in-| war service. Benefits will not be ~~» & conservation of business. The 
usual form. The second option uses|come is not needed, premiums may be | stanted to men beyond age 55 nor to/ 11.) includes arrangements for adjust- 











dividends to purchase additional paid-up | continued to a higher age producing a | Wo™e®" beyond 50. ing credit to agents. 
annuity so that income increases each | larger income at that time. An earlier enamenatasl 
. . . hd e . . 
ae so long as the annuitant lives. Both | age may be selected producing a reduced Indianapolis Life Lincoln National 
ife and refund annuities are iss . Ex-fi T in- ; . 
annuities are issued. Ex-]| income. The table below shows the in The Indianapolis Life, first to discon- The Lincoln National, which for s 


amples of these new ideas applied at age | come produced by $100 annual premium tinue the income disability feature, | years has sold a single premiun 
60 are given below. Table I gives an| for both life annuities and refund an- April 1 announced increased rates for aoies wii insurance benefits 
illustration of dividends taken in cash] nuities. Cash values and death benefits| waiver of premium. The increase is guaranteed return of 4% percent a year 
and table II shows income produced by | are available after one year and are| approximately 50 percent at the early | has withdrawn this contract and _ has 


using dividends to purchase paid-up an- | guaranteed to be not less than premiums | @&es but at higher ages increases to 75 | replaced it with an identical contract 
: percent or 80 percent, as illustrated | which, however, guarantees 4 _ percent 


nuities. hese Ss 
purchase pi a ee ee ee below. return. This is combined life insurance 
: ' j Annuity Purchased ~4 $100 Annual Ord. Life Fam. and annuity. sold in any amount fro. 
TABLE I Premiu Life Paid- 20 Inc. End. 20 $1,000 to $25,000. It is somewhat similar 

















, Ste, Age r P and uP. Pay 20Yr. Age Yr. : e enn. 
#1,000 wi Give at Age 60 Awe neee saat Beginning at Agee Age *A.C. at 70 Life Plan 65 End. | to the old $1,080 a 3 — bes 
-———New_ Rates——, Old Issue $ $ $ $ $ a $0. 3} $0.60 $0.44 $0.63 $0.60 $0.71 | tract of the § un Life o anat a, la , 
Yi Guar. Div Total Guar. | 19 52.21 74.55 107.86 156.47 231.35 | 25...... ‘ ‘73 «=«.52=—S«.77.”—~té«‘«W“TAS~SC«WT79. | Withdrawn, but is sold in even units 6 
1 $84.16 $11.50 $95.66 $86.37] 45°°°°°** 40.46 58.52 85.10 124.95 185.81 | 30...... ‘92 lot 64 196 194 ‘92 $1,000 premium. 
2 84.16 11.0 95.20 86.37 | 99°" '"* 30/80 45.35 66.80 99.04 148.37 | 35...... 1.20 1,18 88 1.26 1.24 1.17 Income payments may be _ received 
Boeepens 84.16 = 10.61 94.77) 86.37 1 95.1122. 22.85 $4.52 51.76 77.74 117.61 | 40...... 1.63 1.60 1.33 1.75 1.72 1.65 | monthly, auarterly, semi-annually or an- 
an eae 84.16 10.21 94.37 86.37 | a9°°° °° °° 16.323 2562 39.40 60.24 92.39|45...... 2.30 2.27 2.18 2.57 2.51 2.51 Sea mers gfe Aas 
- ee 33 25.62 \ 50. 92.32 . nually. The income per $1,000 unit i 
Been eees 84.16 9.84 = 94.00 86.37 | 35700222! 10.81 18.30 29.24 45.85 71.53 | 50...... 3.40 3.40 3.40 4.03 3.93 3.64 | co i-annually $19.80: quarterly $9.85 
aptenenes 84.16 8.24 = 92.40 86.37 | 40.188. 6.33 12.12 20.89 34.03 54.45 | 55...... 5.17 5.38 5.20 6.61 6.69 5.42 | Semi-annnn  yo7. The income is con- 
ry alld arse ae = as poy See 2.73 7.10 14.83 24.381 40.41 *Automatic conversion policies; these ste Damage atil eauaiiaaiie death or unt 
resis RAMs Smee 9. + ) ee ae 3.09 8.16 16.18 28.98] rates apply during term period. Inuous u he . re Pan Bway 
TABLE II See as . 3.53 9.49 19.21 ‘ the ange Ss ee ne wd 
5 “4 . ee o- noe 4.20 11.47 . - i into cash. n the event o ea vefore 
y —e on'S” total Old See taaies ° éwe 5.13 Wisconsin Life such conversion, the full face value wW! 
r. Guar. iv. Opt. ota Guar. = i sté s ted bene- 
Ber cee GOES “as $84.16 $86.37] Age Refund Annuity Beginning at Ages The Wisconsin Life of Madison, Wis., — io yon nth ppg eA 
as tain ten 84.16 $ 1.09 85.25 86.37 at 50 55 60 65 70 has issued a new retirement income a aid Bs; . 
Becca vate 84.16 2.19 86.35 86.37] Issue $ $ $ $ $ policy at age 65. The cash value in| ‘PStructions. a oe 
| SS 84.16 3.30 87.46 86.37 a ewane 47.73 66.58 93.13 131.08 186.09 | later vears reaches $1,000 and therefore The annuitant may cash in o - 
iS 84.16 4.43 88.59 = gh peer 36.98 52.26 73.82 104.67 149.45 | it becomes the same as the death bene- | ®&ainst the contract, there — gl 
 Rpepeeme sale 18:82 198. $0 oe:37 4 pa: He 40.49 57.94 83.96 119.35 fit. It provides a monthly income of $10 anteed cash or lean values, ye “ (0 
i gins intedh i . . 25....... 20.89 30.82 44.90 65.13 94.60 . - no fluctuation. On the basis of a $1° 
Seeder 84.16 23.41 107.57 86.37]30....::: 14.92 2287 34.17 50.46 74.26 | &t age 65 for each $1,000 of face value.| | iit. these values are: End first 
ites 9.88 16.34 25.36 38.41 67.54| At age 25 the premium is $26.24; 35, | Vol’ 99 so. end second year, $9.40 
Single Premium for Annuity on Males | 40...__.. 5.79 10.82 18.12 28.50 43.80 | $37,92; 45, $61,43; 55, $133.80. eed , eee) en yp ner 
—LLfe——, 45 2:49 6.34 12.00 20.36 32.50 third year, $9,500; and so on, increasis 
$120 $10 s190° the ‘}50...2.22 “T. 2%6 Tos 1255 23:31 $100 a year until in the eighth and su» 
Age Year| Monthly Year Monthly + habeeds ee oro oe Ly 2. Mutual Benefit ae ae ent Mags on ag se conceal 
A ae 3.52 9.22 “ ; even F ant’: ath, rat 
oy? int > +p 3 Se ee aaa oe isk: i ° The Mutual Benefit is prepared to “ e » » » options 
2,985.78 $3,025.50 Pd, alia ih —_ issue a new retirement endowment | ™®Y »e left under any a me 
2854.06 Rete ee ™ policy. The new policy provides in event erenmene 
2°727.18 2°787.10 Aetna Life of insured’s death during endowment Northern Life, Seattle 
2,585.35 2'645.38 . period, the face amount or the cash . ; . 
2,430.60 2,490.84 The Aetna brought out a new retire- value, whichever is greater, payable in The Northern Life of Seattle has £0 
2,264.55 2,325.13 | ment annuity April 1, premiums being | a single sum or under settlement options. | on the exclusively waiver of premil” 
2,088.99 2,149.75 paid over the producing period of life In event of the insured’s survival to basis in disability. — Under the hyo 
ote ne ieee te and the monthly income to start at an| Policy anniversary nearest 65th birth- | waiver clause, disability must occur be 
1'53008 159296 age selected by the policyholder. A re-| 2#¥: he may elect for each $1,000 of face | fore age 60 and there is a six ss 
1251.22 1'415.26 = d +t y yh otal "D lici amount either a cash settlement of | waiting period. Business or Lm “ 
1179.01 1'244:71 | (UNG annuity may be selected. olicies | $1,490 or $10 monthly income payable for | sional unmarried women only will 
1,917.55 1,084.26 will be issued in units of $50 annual] 149 months certain and for life. This | accepted for waiver of premium betwee 
869.62 940.07 "premium, After the policy has been in! is in effect an instalment refund annuity. ! ages 20-50. 








Reciprocity - - 


Physicians and mothers know full well that the “second summer” is the crucial one in an infant’s development. Con- 
scientious life underwriters know equally well that the second year is the danger period in the history of the average 
policy. Just as physician and mother are particularly observant and cautious for symptoms of illness during this 
hazardous time, so is the farsighted salesman alert and active for the preservation of his client’s estate. 


If the agent and his company wish to cling to as many policyholders as possible through the first two precarious years, 
the best way to assure results is by ADEQUATE COMPENSATION for the winning of the first renewal premium. In 
other words, when the company makes RENEWAL PAY WELL—as it logically should—there is greater satisfaction 
and service to client, agent, and company. 








AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis 
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Vicious Practices Condemned 


Commissioner Porter of Montana Issues 
Strong Statement to Companies 


in That State 


Commissioner Porter of Montana has 
issued to life companies in that state a 
strong statement against vicious com- 
petitive practices in the field. He asks 
that the companies warn their agents. 

“Every agent licensed in Montana 
must sell his own contract and leave 
all competing companies alone,” the 
bulletin states. 

“From different sections of Montana 
come reports that licensed life insurance 
agents are using circulars, letters, news- 
paper clippings and a certain newspaper 
pamphlet just off the press for the pur- 
pose of hurting the standing of certain 
life insurance companies who are li- 
censed in Montana. 

Commissions Sole Object 


“These agents seem to care very lit- 
tle for the insurance business, thinking 
only of their commissions. From time 
to time agents have displayed newspa- 
per clippings to discredit competing 
companies. They do not seem to real- 
ize that they are tearing down the struc- 
ture of the life insurance business. 

“I request that you communicate 
with each agent holding a license with 
your company in Montana, calling his 
attention to the fact that these are un- 
ethical practices and must cease and if 
| receive information to the effect that 
any agent has any circular, paper, clip- 
ping or letter in his possession and is 
giving out information contained in it 
for the purpose of discrediting any in- 
surance company, I will immediately 
cancel his license, and when I say can- 
cel it, 1 mean for the rest of the agent’s 
natural life, if I can do so. I will not 
stand for the tearing down of any in- 
surance company, I will immediately 

“This goes for all companies and ‘all 
circulars. 

“T expect you to inform your agents 
immediately of what they can expect 
irom the ‘nsurance department of the 
state of Montana.” 





Portland Insurance Committee 
PORTLAND, ORE., April 14.—The 


Portland chamber of commerce has 
named an insurance committee consist- 
ng of Arnold Rothwell, president Ore- 
gon Life Underwriters Association: R. 
I. Aldrich, president Portland Surety 
‘ssociation; Frank L. Emery, president 
Portland Life Managers Association; 
Fred Burgard of Burgard & Co.. rep- 
resenting the Portland Insurance Ex- 
hange; Frank ©. Vincent and Del 
‘eard, Special Agents Association: Carl 
Heaton, Phil Grossmayer Agency; Roy 
om en of Frank Allyn, Inc., representing 
—y ‘ asualty Adjusters Association, and 
» nad Curtis of the National Bureau of 
asualty & Surety Underwriters. 





Guinn with Benjamin Franklin 


Pe bee Guinn, formerly president of 
ms oe Life & Accident of Den- 
“a een elected vice-president of 
i ewamin Franklin Life of Los An- 
were] a charge of its accident and 
establishes arn which was recently 
yw “ne W. Bz Stanfield, formerly 
of an, uter-Southern Life, is president 
t the company and J. W. Sherman 
“ecretary -treasurer. ; 


Agency Building School on Coast 


_ LORD, April 14—In order 
ae ncy yuilders of its member com- 
or eating the far western and 
nity to - might have an opportu- 
Principles udy sound agency building 
‘one pees and methods without the in- 


the necessity of their having to come at 
least half way across the United States, 
the Life Insurance Sales Research Bu- 
reau wil conduct a two-week schoo] at 
the University of Oregon at Eugene, 
June 6-17. 


State Association Proposed 


SAN FRANCISCO, April 14.—For 
the purpose of organizing a state asso- 
ciation of life underwriters embodying 
in its membership all local life associ- | 
ations of the state, a meeting is to be 
held in Oakland May 22-23, according 
to announcement by Thos. A. Cox, 
president East Bay association who is 
a leader in the organization movement. 
He says the movement will be for 
“common clearing house so that legis- 
lation designed will be protective and 
twisters and types of insurance compa- 
nies which are unsound from economic 
standpoint will be eliminated.” 


Portland Man Adds Million 


Aaron Frank, president of the Meier 
& Frank department store, Portland, 
Ore., has added $1,000,000 to his per- 
sonal insurance. The business was writ- 
ten by Horace Mecklem of the New 
England Mutual Life. 








AGENCY NEWS 











Baltimore Agency on Air 





Apple & Bond Broadcast Two Nights a 
Week Over Baltimore Station 
During Campaign 





PROTECTION} 





SOMETHING NEW tuar JS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE COMPANY 
Mutual Life Reserve Life Insurance 











Apple & Bond, general agents in Bal- 





timore for the Travelers, are broadcast- 





ing two nights a week over WBAL dur- 
ing the company’s “trail blazers” cam- 
paign which will continue until June 20. 

Prospects are sent cards inviting them 
to listen in on the program, the cards 
being mailed so that the prospect will 
receive them the day of the broadcast. 
The day following the air talk they re- 
ceive a letter giving a brief abstract of 
the policy featured in the broadcast, 
which is promptly followed up with a 
personal call by a salesman. 





Woods Agency Shows Increase 


The Edward A. Woods Company, 
Pittsburgh general agent for the Equi- 
table Life of New York, showed a 12 
percent gain for the first quarter over 
the same period of 1931, $13,274,937 
against $11,794,337. New business for 
March showed a gain of 23 percent, $4,- 
220,000 against $3,428,698. 


Shugg’s Agency Shows Increase 


The A. P. Shugg agency of the Aetna 
Life in St. Louis reports a gain of 33 
percent for the first quarter of 1932 over 
the same period in 1931. Premiums 
showed an increase of 16 percent. While 
brokerage business has not been as large 
as during 1931, it is pleasing to note 
that the majority of full time agents 
shows individual increases. 





Take your prospects to an accident 
and health selling picture show by send- 
ing 50 cents to get 20 assorted diagrams, 
pictures and illustrations from The A. & 
H. Bulletins, 420 E. Fourth St., Cincin- 
nati. 





“How Safe Is 
Life Insurance?” 
16 page booklet—15 for $1. 
The Insurance R & R Service 


Ten East Pearson Street : : : Chicago 
W. L. MOODY, JR. W. L. MOODY, III Ww. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 
Surplus 7,278,118.59 


ORDINARY—INDUSTRIAL 
e 


We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washington 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 











INDIANAPOLIS, INDIANA 











Mvenience : 
€nce and expense incurred by 
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N UNUSUAL CONTRACT 


will be offered to 



































is a producer 
—is, of course, honest 
—has three years of experience 


N UNUSUAL MAN 


—will WORK 
—is seeking opportunity 


—can organize 
—needs no drawing account or 
salary 
—needs no office expense 
BUT WHO will accept Home Office help in the appointment 
of new Agents under him for whom he will not be responsible finan- 
cially and yet on whom he will receive overwriting Commissions as 
high as $4 per thousand and long time Renewals. 








THE COMPANY—is rated Has over $135,000,000 in 

"A" by Best. Its rates for force. 

insurance are extremely TERRITORY—The Company 

low. desires especially to de- 
velop Indiana, Illinois, 


(Age 35 Ordinary Life 
Net Cost First year 
per thousand $17.85) 


North Carolina and Texas. 


ASSISTANCE—Experienced 
field men to help the man 


It writes all latest forms— selected to build a real 


Participating only—includ- agency in which the Re- 
ing an improved Family In- newals are NON-FOR- 
come form;.also Juvenile. FEITABLE. 


We want an UNUSUAL Man 


UNLESS you have no present connection, or you have a real reason for leaving 
your present connection and are not at fault yourself, we are not interested. 
Write fully about yourself. We will not communicate with references until after 
interview. Write W-25, The National Underwriter. 
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Lower Prices 
without 
Lowered Quality 





® There no longer is any reason why you 
should deny yourself the luxury and 


convenience of the Book-Cadillac. 


@ 1200 rooms with private bath and cir- 
culating ice water. Over 50 per cent of 


them priced at $3 to $5 daily. 


@ Four restaurants serving quality foods 
at prices 25 per cent less than one year 
ago. Dinner and supper dancing in the 
Mayfair Room. 


Book: Cadillac 


DETROIT 


Under direction 
of Ralph Hitz 
E. T. LAWLESS 
Manager 













HOTEL NEW YORKER, NEW YORK, ALSO UNDER > RALPH HITZ DIRECTION 
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NEWS OF LIFE 


ASSOCIA TIONS 





A. Rushton Allen to Speak 


Philadelphia Manager and Estate Spe- 
cialist Feature of Chicago Asso- 
ciation’s April Meeting 





A. Rushton Allen, sole manager for 
the Union Central in Philadelphia, mem- 
ber of the faculty of the life insurance 
training course of New York university, 
lecturing in the course on wills, trusts 
and intestacy; member of the bar of 
Pennsylvania and Ohio and a national 
authority on estate matters, has been ob- 
tained to address the April 27 meeting 
of the Chicago Association of Life 
Underwriters on “Increasing Sales 
Through Trust Approach.” 

Mr. Allen has made many talks before 
life underwriters’ meetings and brings 
the legal mind to his subject, tempered 
with practical field experience. C. M 
Cartwright, managing editor of THE 
NATIONAL UNDERWRITER, will be toast- 
master. 

The graduation of 57 students in the 
life trust institute which has just been 
held will be a ceremony during the 
meeting, R. L. Davis, associate manager 
Union Central and director of the in- 
stitute, presiding. The sub-committee in 
charge of the course is composed of L. 
H. Forbes, Central Republic Bank; H. 
H. Page, Northern Trust; R. E. Olm- 
sted, Penn Mutual; Lynn Lloyd, Harris 
Trust; M. A. Zitzmann, Guardian Life, 
with A. E. Patterson, president of the 
association, and Walt Tower, managing 
director, ex-officio members. The life 
trust seminar, just recently completed, 
had an enrollment of 30. 

x ik * 


Columbus, 0.—Elbert Storer, president 
National Association of Life Underwrit- 
ers, will address the Columbus associa- 
tion April 22 on “All Property Is Life 
Insurance.” 





Lawrence, 
association, 


Southwest Texas — J. L. 
president Southwest Texas 
has sent out a letter to all life under- 
writers appealing to them to avoid cri- 
ticisms of competing companies. He 
pointed out the dangers which lie in 
such practices. especially the lessening 
of public confidence. 

A special luncheon meeting of the 
Southwest Texas association was held in 


honor of Tea M. Simmons, manager 
United States agencies Pan-American 
Life. Matthew Brown, Missouri State 


Life, president of the Texas association, 
spoke on the development of a spirit of 
cooperation among life underwriters as 
manifested through organization in the 
last few years. Mr. Simmons gave an 
inspirational talk on the accomplish- 
ments of the organized life underwriters 
and the service which properly sold in- 
surance renders. 


Waterlov, Ia.-The Waterloo associa- 
tion is carrying advertisements in local 
papers emphasizing the need of prompt 
payment of insurance premiums in order 
that no complications may arise should 
losses occur after payment has become 
overdue, 


Cleveland—At the meeting of the 
Cleveland association April 15 W. H. 
King, special agent Mutual Benefit Life, 
Lima, O., will give “A Discussion of My 
Last 25 and will disclose 
of his successful methods in maintain- 
ing upwards of $1,000,000 in paid-for 
business each year. 

A meeting of Cleveland life under- 
writers and trust officers was held April 
13. Among the speakers were R. B. 
Coolidge, president of the underwriters, 
and E. F. Hansen, vice-president Cen- 
tral United Bank. 

2. 

Milwaukee—E. B. Thurman, New Eng- 
land Mutual Life, Chicago, will address 
the Milwaukee association April 21 on 
“Prosperity and Its Relation to Life In- 
surance.” 

Since January, 


Cases,” some 


when the organization 
of the association was completed, 180 
agents representing practically all of 
the 34 life companies operating in Wis- 


consin have become members. Attend- 
ance at meetings since January has 
grown from 200 to nearly 300. 








Pittsburgh’s Sales Congress 


Eminent Speakers Will Appear on the 
Program for the Annual 
Event April 22 


The annual sales congress of the |’ itt. 
burgh association will be held April 2 
resident R. N. Waddell will give th 
address of welcome. The speakers ar, 
Vice-President John A. Stevenson, Pe 


Mutual Life: R. S. Koehler, Jr., Pitts 
burgh, Mutual Benefit Life; President 
Storer, National Association of Lik 


Underwriters, Indianapolis; W. H 
Reers of New York City, general agen: 
New England Mutual Life, President \! 
A. Linton, Provident Mutual, and Re 
Dr. C. W. Petty, First Baptist Chur 
of Pittsburgh. 


* * we 
Los Angeles—Louis Ullman’s life ip. 
surance playlet, “Life's Like That w 
feature the luncheon-meeting of the 
Los Angeles association April 15 M 
Uliman is the author of the life insur- 


ance playlets, “Heart of the Estate” and 


“Thy Will Be Done,” presented at the 
1924 and 1925 annual conventions of the 
National Association of Life Under- 
writers 

Perez Huff of New York, nationa! 


known million dollar producer, will he: 
the speakers’ program of the meeting 
with a discussion of his famous $6,500,0( 
case 


Mobile, Ala.—M. B. Slaughter and Gu 
Faulk, trust officers Merchants National 
bank, spoke to the Mobile associatio 
last week on “Estate Conservation : 


Life Insurance Trusts.” 


Oklinhoma-—Flavel Wright, St. Louis 
general agent for the Northwestern Mou- 
tual Life, spoke at the April meeting of 


the Oklahoma association in Oklahoma 
City on “The Perfect Job, Its Oppor- 
tunities and Obligations.” 


xk * * 

Evansville, Ind.—P. CC. Logsdon 
been elected president of the Evansville 
association. N. C. Hancock is first vice- 
president; Charles Brink, second vice 
president; K. W. Hahus, secretary; B. 4 








Million, chairman executive committee 


and Mr. Hancock, national committee- 
man. 

Richmond, Va.—Leon Gilbert Sim 
one of the leading producers of 


Equitable Life of New York in that cit 
spoke at the April luncheon meeting 


the Richmond association on busines 
and partnership insurance. The field 
this line is barely scratched, he sa 


Business men are just beginning to rea- 
ize how valuable it is to them. He ga 
concrete illustrations of the cases he! 
closed, demonstrating his method 
sales presentation, and showing how he 
successfully answered objections 
were raised. Small business, he said 
in just as much need of this form of P 
tection as big business. 


t 


Northern New Jersey—‘‘Busitiess ! 
surance” was the subject of an addres 
by Leon Gilbert Simon, Equitable Li! 
New York City, before the Northern Ne 
Jersey association at its monthly lw 
eon-meeting. The total 
now 165. 


members! 

OK ok * 

Birmingham, Ala.—Ted M. Simmer 

manager United States agencies P 
American Life, addressed the April me 
ing of the Birmingham associatiol 

‘t * * 
Wl 


n esp 


\ 


Southwest Texas—The playle' 
Price Policy Loans,” was given @ 
cially effective presentation at the 
meeting of the Southwest Texas @ssov™ 
tion in San Antonio. More than 20" W* 
in attendance. President Lawrence * 
pointed a nominating committee te * 
port a slate of officers at the an! 
meeting. 


ne 


Wichita, Kan.—C. R. Weeks, &*! 


agent American Life of Detroit. 
Wichita, spoke at the meeting of | 
Wichita association last week on 


fessional Ethics and Cooperatio! vs a 

ton Mammel, general agent Farme 5 

Bankers of Wichita, was chairman 
* ok * 

New York State—Several 

underwriters are expected to 

annual sales congress of the 






hundre 
attend ' 
New 
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association in Buffalo May 13. M. 
Tabor is general chairman of the pro- 
gr am committee. 


~_— 


Speakers already announced include 
John L. Wood, National Cash Register 
Company; Dr. John A. Stevenson, vice- 
president Penn Mutual; Vash Young, J. 
s. Myrick and T. M. Riehle of New York, 


| W. Hamlin 


LIFE 
Ernest B. Houghton of Rochester, 
of Buffalo, W. L 
Albert Hirst, Ralph 
Lloyd Patterson, all 


Clay 
Boyce of 
Engels- 
of New 


Syracuse, 
man and 
York 

It is expected that the attendance of 
many Canadian underwriters will give 
the congress an international aspect. 
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LIFE COMPANY 


CONVENTIONS 





Central 


Managers Are Called to the Home 
Office to Hear About National 
Advertising Campaign 


Union Convention 





CINCINNATI, April 14.—Details of 
an aggressive national advertising cam- 
paign in magazines, newspapers and 
radio were revealed to managers of the 
Union Central Life as the highlight of 
a two days conference at the home of- 
fice. It marks its first venture in the 
field of national advertising. The de- 
cision to undertake the campaign at this 
time is predicated on a belief that out 
of the present depression will come the 
greatest period of prosperity which the 
life insurance business has ever known. 


Must Exploit Turn of Tide 


“We must be ready to exploit the 
turn of the tide when it comes,” W. 
Howard Cox, newly elected president, 
told the managers. “The Union Central 
Life has seen three depressions. We 
know the present depression will end. 
We do not know when. 3ut we do 
know that the foundations of greater 
business are being laid now—that now 
more than ever is the time to tell our 
story as widely as possible, not so much 
for the present as for the future.” 


Hanselman Gives Address 


To supplement the advertising cam- 
paign and make its force fully effective, 
an organized selling plan was presented 
to the managers by W. F. Hanselman, 
assistant superintendent of agencies, in 
a talk on “New Methods of Selling Life 
Insurance.” The plan, which includes a 
comprehensive visual presentation, per- 
mits a shortening of the training period 
of new agents and put them immediately 
in a position to sell. Field experiments 
under the new plan, Mr. Hanselman 
said, had shown remarkable results and 
decided increases in business for old 





agents who previously had been unable 
to build desirable volume. 

The conference was presided over by 
Jerome Clark, vice- -president, who fol- 
lowed Mr. Cox’s “keynote” address with 
a talk on company objectives for 1932. 
\gency methods of reaching these ob- 
jectives were discussed by M. S. True- 
blood, assistant superintendent of agen- 
cies, 

he advertising plans were told in 
detail by W. F. Lochridge and Howard 
Henderson of J. Walter Thompson 
Company, who presented reproductions 
ot the first of the series of magazine 
advertisements, 

The evening was taken up with the 
“President's Inaugural Dinner Dance” 
given to the home office staff in recog- 
nition of their recent successful loyalty 
campaign in honor of Mr. Cox's in- 
auguration as president. 


Prizes Are Awarded 


: A cup offered by J. P. Devine, man- 
ager of the Union Central’s Cincinnati 


agency, the department taking the 
most active part in the drive was won 
'v the auditing department and in the 
seem e of Mr. evine on account of 
Shar’ was presented by John L. 

former manager of the Cincinnati 
agency and former president of the 
National Association of Life Under- 
writers. 


A trophy for second place was 
presented by J. W. Pattison, vice- presi- 
cent and chairman of the board, to the 
insurance department. 

c Speakers at the dinner included Mr. 
ox, Mr. Pattison, C. B. Knight of 
New York City and E. S. Brashears, 





George 
toast- 


general agent at Washington. 
L. Williams, vice-president, was 
master. 

The second day's session was given 
over entirely to a discussion of various 
insurance problems. In addition to Mr. 
Hanselman’s talk on new selling meth- 
ods, R. S. Rust, secretary, spoke on 
“Underwriting Problems” and Dr. Wil- 
liam Muhlberg, vice-president and med- 
ical director, discussed the same subject 
from a medical standpoint. “The In- 
vestment Situation in Life Insurance” 
was the topic of Charles Sawyer, chair- 
man of the investment committee. 


Outlined Policy Loan Situation 


President Cox briefly 
policy loan situation and showed how 
the policy loan demand curve comple- 
mented the stock market price curve. 

In a short closing talk, Vice-president 
Clark re-emphasized the present and 
future importance of the national ad- 
vertising campaign to Union Central 
agents and stressed the necessity of 
constructive selling today. Pointing out 
that only weaklings use selling methods 
that cast doubt on the stability or in- 
tegrity of other companies, Mr. Clark 
clearly defined the Union Central's 
stand against this type of salesmanship 


Brooklyn National 1932 Convention 


Pre-convention plans are progressing 
well and the agents have exhibited keen 
interest in the 1932 convention to be 
held in Bermuda the latter part of Sep- 
tember by the Brooklyn National Life. 

As a part of the pre-convention plans 
the company arranged with the Furness 
Bermuda Line to hold a tea and enter- 
tainment aboard the “Monarch of Ber- 
muda” at her pier, North River, Wed- 
nesday afternoon. 


outlined the 





Announce Zone Conferences 


Annual zone conferences of the North- 
western Mutual Life will be held as fol- 
Briarcliff Manor, 


ne: Eastern zone, 
N. Y., April 28-30; middle western, Edge- 
water Beach Hotel, Chicago, May 5-7: 
western, Broadmoor Hotel, Colorado 
Springs, May 12-14. 


Bond House Seeks 
License As Agent 


(CONTINUED FROM PAGE 4) 


eventually be sold 
through ffilling stations, department 
stores and the like. Certainly for bank- 
ers, brokers, building and loan associa- 
tions, etc., to step out of their own le- 
gitimate field in which they are experts 
and into another would result in a 
number of evils. 
Auto Club Situation 


insurance might 


While some time ago the Cincinnati 
Automobile Club was licensed to sell 
avtomobile insurance the life insurance 
men pointed to the fact that the May- 
field-Adams case is considerably differ- 
ent, although the life men do not ap- 
prove of automobile clubs going into the 
insurance business. 

The pressure of the bond houses to 
sell something akin to life insurance is 
shown by the activities of the Inde- 
pendence Fund of North America which 


has appointed as “general agents” regu- 
lar bond houses in various cities. This 


is an imitation of the life insurance sys- 


tem with “premiums” figured out on 
the annual basis, with “cash surrender 
values,” etc., and the bond or certificate 


up to look like a life insur- 
with life insurance terms, 


is gotten 
ance policy, 
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(Provident 





PROGRAMMING SERVICE | 


“Seven Keys to Contentment,” 
pany’s programming booklet, was awarded 
first prize for insurance booklets at the In- 
surance Advertising Conference. 


Thousands of requests have been received 
at the Home Office for copies of the booklet 
—a real selling wedge for Provident Field 


Men. 


Provident ‘Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


Tools No 


| 
15) | 
| 





the Com- 

















The Greatest Opportunity 


in the Insurance Field 


United Mutual 
Life Insurance Co. 


United Mutual will consider applieations from General 
splendid territories in various sections of the country. 
this company, 
a United Mutual connection offers an opportunity which is second 


tinancial position of 
it is carrying on, 
to none 

rhe following 
lates to the entire 


ASSETS 
Government Bonds 
Municipal Bonds 
Special 


statement shows the 
amount of 


assets 


Owned 


Owned 
Assessment Bonds Owned 


Industrial Bonds Owned 


Kailroad Bonds 
Stocks Owned 


Real Estate Mortgage Loans None 
Collateral Loans None 
Cash on Hand 193,877.00 74 
Loans to Policyholders 1.617,191.24 6.18 
(Fully covered by legal reserve 
Home Office Building . ABH OTL 1.66 
Other Real Estate None 
Money Borrowed from Banks None 
Money Borrowed on Securities None 
Furniture and Fixtures . No Credit Taken 
Accrued Interest 508,244.41 2.29 
Premiums in Course o° Collection 64,064.50 25 
(Premiums due but not received on date 
of statement) 
Other Assets . 185.10 oo 
lotal Admitted Assets $26,174,.486.86 100.00 


Personal interviews will be 
connections Give complete 
first letter. 


941 North Meridian St. 


All correspondence 


United Mutual 


Life Insurance Company 
Harry Wade, President 


arranged with qualified applicants for United Mutual 
information as 


will 


percentage 


A Connection with the 


Agents and Field Men for 
In view of the safeguarded 
ising campaign which 


and the national advert 


of each item of our assets as it re 


Per Cent 
of Total 


& 257,016.44 Ss 
23,006,715.02 87.00 
None 


None 






None 





to your record and ability, in 
be held in strictest confidence. 


your 


Indianapolis, Indiana 











LIFE 


SAFE - GUARDED 





Charlered Under Special Act of the 


INSURANCE United States Congress 




















The more than TOO employ. 
ees of The Sinton-St. Nicholas 
have won for the hotel o reputo- 
tion for service, comfort and 
luxury thot is world wide.... 
Whether your visit to Cincinnati 
be for a day or many months 
youll save. money ond get more 
teal pleasure if you make The 
Sinton-St. Nicholas your home 


Five dining rooms serving, wonder. 
ful food ot moderate prices. 





f Oo 
Ge Sinlon-Nt.Nicholas 
y 


A Pleasant Place... 
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Single 
Copy $3.00 


ORDER NOW 
_>—> 


“Written for 
the man in the field’’ 


will really show 


When was there ever 


a greater need for 


Business Insurance ? 


Certainly, today, the great 


part 


which life insurance can play in the 
affairs of business should be apparent 


to most prospects. 


Yet, to sell Busi- 


ness Insurance, you need a special- 
ized knowledge of how insurance 
can best be applied to the many dif- 


ferent types of business. 


All Important Phases Treated 


The book, Business InsuRANCE, written 


by a practical and successful salesman, 


Leon 


Gilbert Simon of New York City, covers 
the entire field of selling Business Insur- 
ance. Beginning with an explanation of the 
“Life Values” of Business Insurance, in- 
cluding credit, it discusses the Business In- 


surance Agreement, the Use of Trust 


’ panies — Partnerships —Corporations— Sole 
Proprietorships (and their differences). 


Prospecting, Methods of Approach and 
Selling each, Actual Interviews, 
Analyses of Cases, Legal Aspects 


and many other important Ae 


mo ng — in this out- 
standing book. ~ 
4 


es 
(a 


J# 
Ke & 
+” 2 ‘ 
AF oS ; 
es 
9" 4 
& r tp 
AE - & 
> 


This book 


you how to 
sell it. 
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such as “beneficiaries.” The bonds are 
advertised as “living trusts” from in- 
come. There are three trust plans, the 
first providing that the certificate shall 
be fully paid for upon death, by means 
of a special low cost reducing term life 
policy in the Aetna covering the pay- 
ments yet to be made under the trust 
certificate. This is really a group life 
insurance policy and is issued without 
medical examination. 

The Independence Fund purchases its 
investments from the City Bank Farm- 
ers Trust Company of New York under 
a contract, the expense element of which 
amounts to $184 on each $1,200 cer- 
tificate. First there is a charge of 2% 
percent regular brokerage house com- 
mission to the salesman and in addi- 
tion other charges are provided for in 
the contract between the distributing 
corporation and the parent bank furnish- 
ing the security. The application covers 
the usual insurance questions as pro- 
vided for in a group insurance contract. 

Common stocks are purchased in a 
group of 34 well known large corpora- 
tions and estimates are made on the 
basis of the projected probable earnings 
from the common stocks of these cor- 
porations on the basis of their market 
value at the time of the purchase of the 
trust certificate. On certain assumptions 
large returns are promised. 


Protest Against 
New Rate of Tax 


(CONTINUED FROM PAGE 4) 


crease on ordinary business corporations 
will be 12% percent. 

The bill would impose an “out of 
proportion increase on insurance com- 
pared with other corporations,” it was 
declared by M. J. Cleary, vice-president 
of the Northwestern Mutual Life Insur- 
ance Company. Questioned by Senator 
Reed of Pennsylvania, Mr. Cleary said 
his company secured $2,250,000 under 
the National Life decision and paid 
$618,000 in taxes last year. Had the 
proposed rates been in effect, however, 
he pointed out, they would have paid 
$1,264,000, an increase of 104.5 percent. 
“If the government wants to recapture 
losses it sustained in the National Life 
decision, we will accept that stand,” he 
said, adding that it should not be done, 
however, at the expense of the policy- 
holder. 

Revenue from insurance companies 
can be more accurately estimated than 
that from any other class of taxpayer, 
it was declared by James L. Loomis of 














Hartford, representing the Association 
of Life Insurance Presidents. Invest- 
ment income is substantially constant, 
he pointed out, and that, he said, “is 
one reason why we are urging the de- 
sirability of retaining the law as now 
written as to reserve deductions.” 


Production Level 
Remains Steady 


(CONTINUED FROM PAGE 3) 


at the same time saw his accumulated 
savings completely wiped out. Fortu- 
nately during the last five or six years 
he had adopted a definite plan of pur- 
chasing a substantial line of life insur- 
ance to cover all his needs. In his 
financial emergency, he was startled to 
find that the cash value of his policies 
amounted to $20,000. 

“Instead of drawing this, however, he 
decided to cling to his one remaining 
asset and to enter the life insurance 
business. Today he is selling life in- 
surance by simply telling his own story 
to the right type of people. Naturally 
he speaks with conviction about the 
benefits of a definite program of life 
insurance in times of prosperity or of 
depression. He has already made a dis- 
tinct success in his new line of work. 

“This simply indicates the type of 
salesman now entering the life insurance 
business. Companies are not only get- 
ting better new men but are also finding 
improved methods of presenting the life 
insurance appeal. Just at present when 
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the nation’s income is so curtailed, ey 
a good salesman must work harder 
get results. However, when 
turns and the family income again 
creases, a large part of the increase y 
undoubtedly go into life insurance pr 
niiums, 

“As 


country improves, life insurance will } 


the financial situation o 


of the investments of the 
women from all walks of. life. The e 
periences of the past few years ha 
taught millions that they are not so 

pable of making their surplus 
work efficiently and safely, and as the 


vide for future years, more of them \ 
turn to life insurance as the one ce 
tain means of safeguarding the prese 
and providing for the future.” 


Ban Fear of Future 


(CONTINUED FROM PAGE 1) 


except by a fight, he said, and weak 
lings should stop rocking the boat. 


dent and Actuary J. K. Gore, Vice 
president G. W. Munsick, and Vic 
president and Treasurer R. H. Bradle 

Speakers at tonight’s banquet will be 
Mr. Duffield as toastmaster, Governor 
H. A. Moore of New Jersey, Presiden 
W. M. Lewis of Lafayette college an 
A. C. Wall, noted lawyer and a director 
of the Prudential. 





Life Insurance Returns in 
Nebraska on 1931 Business 





The stock legal reserve life companies 
in Nebraska last year wrote $24,808,22 
new business and had $194,068,545 i 
force. The leading companies are th 
Bankers Life of Lincoln, new busines 
$7,237,577; Cornbelt Life $1,771,901 
Lincoln Liberty $3,957,844; Midwest 
Life $1,507,662, Northwestern Lil 
$3,968,100 and United Benefit $1,970,478 

The stock legal reserve companies 


other states wrote in new business 
$72,502,801 and had in force $267,653,19 
The leaders in new business were the 


Aetna Life $3,183,742 ordinary, $1,42%, 
760 group; Equitable of Iowa, $1,004; 
924; Kansas City Life, $1,752,774; Lin 
coln National ordinary, $15,473,55 
group, $222,000; Ohio National, inclu 
ing the reinsurance of the Northwester 
Life of Omaha, $18,190,194; Pacih 
States Life, $4,377,170; Peoria Liie 
$1,146,461; Royal Union, $2,998,349; Su 
Life, $2,189,523; Travelers, ordinar) 
$2,919,977; group, $2,869,652; Union Cer 
tral, $2,826,735. 

The Nebraska mutual legal reserve 
companies wrote $9,047,604 and have ™ 
force $51,199,616. The leaders were the 
American States of Lincoln, $1,128,65! 
Cosmopolitan Old Line, $1,684,665; >¢ 
curity Mutual, $3,933,150. 

The mutual legal reserve companit 
of other states wrote in new busines 
$84,661,877. The leaders were the Bank 
ers of Iowa, $2,591,423; Equitable 
New York, ordinary, $4,653,230; group 
$13,294,606; John Hancock, group 
$3,287,096; ordinary, $253,000; industri! 
$334,442; Massachusetts Mutual, $2,041- 
772; Metropolitan, ordinary, $5,161,1% 
group, $5,476,963; industrial, $4,241,9" 
Mutual Benefit, $1,577,147; Mutual Lie 
of N. Y., $3,978,946; New England Mu 
tual, $2,471,128; New York Life, $7,7l'- 
506; Northwestern Mutual, $4,141,4 
Northwestern National, $3,033,728 
dinary and $489,700 group; Penn Mutu 
group, $1,490,832; Prudential, ordinar) 
#,707,649; group, $3,486,717; industr@ 
$634,879. 





MYRICK AGENCY DELEGATION 


Eleven men of the J. S. Myrick agen 
of the Mutual Life of New York in Ne® 
York City have qualified for the com 
pany’s large field club convention at ™ 
Edgewater Beach Hotel, Chicago. Ma 
20-21. 
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Methods of Securing New Agents 
in Smaller Cities and Towns Told 


The best sources of information about 
prospective agents in the smaller cities 
and towns are the secretary of the 
chamber of commerce, the bankers and 
the leading business men, E. L. Wil- 
liams, educational director of the Detroit 
branch of the Mutual Life of New York, 
told the Detroit Life Insurance Super- 
visors Association at its April meeting. 
He spoke on “Lining Up New Agents 
in Rural Territory.” 

“In locating new agents in the 
smaller towns and cities the first mat- 
ter to consider is whether the company 
has a district manager in that territory 
or not,” said Mr. Williams. “Where 
there is a district manager in the terri- 
tory he can usually supply the agency 
organizer with a list of possible pros- 
pects. The matter of getting new 
agents in towns where there is no dis- 
trict manager is a bit more difficult. 


More Satisfactory to 
Get in New Blood 


“Let us take a city of 25,000, where 
there is no district manager, as an ex- 
ample. The first thing to do before 
leaving the office is to obtain a list of 
policyholders and medical examiners in 
that city. Some organizers make it 
their business to visit life insurance 
agents representing other companies and 
attempt to swing them over. I don’t 
recommend this method, either from an 
ethical or a practical standpoint. It is 
usually more satisfactory to select a new 
agent and train him than it is to take 
an agent who has been representing an- 
cther company and train him to your 
own methods. 

“Some supervisors go first to the 
medical examiners, but I have never 
seen this work out very satisfactorily. 
To my way of thinking the best way 
to go about it is to go first to the city 
directory, look up the secretary of the 
chamber of commerce and get the names 
of the prominent bankers in the city. 
As a supplementary list it might be 
well to note the more prosperous busi- 
ness houses and to look up the heads 
of these organizations in the directory 
as a supplemental list. 


Sell Company Before Asking 
for Agency Prospects 


“When you call on the secretary of 
the chamber of commerce tell him that 
you have come to ask a favor of him. 
Then tell him the facts about your com- 
pany. Seli him on it just as you would 
sell a prospect for life insurance. Don’t 
say what you want from him at first. 
Aiter you have given him the necessary 
information about the company, then 
sell him on the idea of cooperating with 
you, tell him what you want and de- 
scribe the type of agent you are look- 
ing for. Tell him that you want a man 
Wo is at present employed and is do- 
ing a good job where he is located. He 
should be a member of the church and 
Possibly lodges, should be a good mixer, 
married, his honesty should be above 
question, and his reputation should be 
oe and his acquaintance wide. Then 
= om if he knows a few such men 
ay tom you would call, and point out 
aa Ps will be doing these men a 

— or by pointing the way to larger 
elds of endeavor and more earning 
Power for them. 


Banker Usually Good 
ource of Information 


“If you do not s i i 
yi ucceed in getting a 
good list from the secretary of the 
mber of commerce, try the banker. 








This source of information seldom fails. 
Don't simply tell him you are looking 
for a new agent and ask for some names 
but sell him first on the company and 
then on the type of man you want and 
you will get results. 

“The value of this sort of approach 
was brought home to me in an experi- 
ence I had early in my career. 1 ap- 
proached a banker in a moderate sized 
city and told him I was looking for 
a new agent. He told me he didn’t 
know anyone who would fill the bill. 
Then I described the man I wanted and 
he told me he knew just the man for 
me. He telephoned him, caught him 
at his home, the man came down and 
I interviewed him in the banker's office 
and thus obtained a fine agent. 


Results of Experiment in 
Getting Names by Mail 


“A short time ago I tried an experi 
ment of securing names along this line 
by mail. I picked out a group of 20 
bankers and business men in a certain 
town, wrote each a letter describing the 
type of agent I wanted, after having 
told them something about the company 
I represent, and I got 14 replies, each 
giving one or more names of prospec- 
tive agents. 

“It took me a year to find out how 
to get the right sort of agent in rural 
territory without spending a lot of time 
looking for him. 1 used to call on real 
estate men, fire insurance men and so 
forth and very often had a difficult time 
lecating the right man. 

“After calling on a man and asking 
this favor of him, upon returning to the 
office I invariably write him a letter 
thanking him fer his courtesy. I have 
found that this method pays dividends. 
Often enough after receiving my letter 
the recipient would send on another 
name or two that occurred to him after 
1 left his office and in some instances 
these additional names have been the 
best of the lot. 


Must Sell New Men 
Possibilities in the Business 


“The biggest handicap that a super- 
visor runs into in taking active men out 
of other lines of business is their fear 
of losing a steady job with an assured 
income for something that may appear 
to them to be speculative. Your job, of 
course, is to sell them thoroughly on the 
life insurance business and its possibili- 
ties, perhaps quoting the records of 
some other agents you have picked up 
in this manner to satisfy them that they 
are making a good move when they 
come into the business. I don’t like 
part-time agents, but occasionally I put 
one on if he seems to be the right type 
of man and I can’t avoid it, but invariably 
I insist upon an agreement that at the 
end of six months he will either drop 
his other work entirely and devote his 
full time to life insurance or will give up 
his life insurance work.” 





The agency officials of the Penn Mu- 
tual, headed by Vice-president John A. 
Stevenson, bade farwell to James A. 
Preston at a dinner on Friday evening 
in Philadelphia. Mr. Preston on Mon- 
day of this week took charge of the 
Baltimore and Washington offices of 
the State Mutual as general agent. A 
brass desk pen tray and a brass cigar- 
ette humidor were presented to Mr. 
Preston, who had been a member of the 
department, in the educational branch, 
for several years. 





YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 


of Life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 


Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 


I. A. Morrissett, President, will gladly give you 
complete information. 











You are always 


THE GUEST 


That feeling of “away from home” luxury, belong- 
ing to any good hotel, is conspicuously present at 
The Lincoln. With every desire not only gratified 
but even anticipated, you are always the honored 
guest. To be served smoothly, swiftly, courteously 

. and to have this service at rates within reason 


. is to enjoy fine living as The Lincoln interprets 


fine living. 


INDIANA 





On the National Highway (U. S. 40) 
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CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 


114 Sansome Street 
SAN FRANCISCO 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 


Telephone State 7298 
CHICAGO, ILL. 

















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F. A. I. A. 
CONSULTING ACTUARY 
Author “A by noon and Accounting for a Life 
aeurense Semeaty.” 
Legal Reserve, Praterest one _aeeement BusInese— 


North ta Salle Street 


228 
Phone Franklin 6559 Chicago 








INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 

















MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bldg., Jefferson City, 


and 
800 Securities Building, Kansas City 








NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 

















500 Fifth Avenue New York City 

ATTRACTIVE 

17 PICTURES AND 12 

SALES CAPTIONS 
that help you sell more 

insurance 

Send 10 cents today and get a sample 

of the NEW 1933 National Under- 

writer Insurance Calendar, A-1946 In- 

surance Exchange, Chicago. 





Number of Prospects Is Fewer 
Now Than in Days of the Past 


A general agent who has kept very 
close tab on the results of his agents 
from a prospect standpoint says that 
while previous to a year or so ago an 
agent could get a hearing from four 
out of six prospects so that he could 
present his case, he now can only get 
two out of six. This does not mean 
that these prospects will not see the 
agent but it does mean that they have 
not the money to buy insurance, which 
was not the case in days gone by. The 
general agent therefore says that con- 
siderable of his time is spent in going 
over with the agents their prospect list 
to see whether they are canvassing “live 
ones.” Some agents, he says, have not 
the discriminating sense or knowledge 
and hence are losing time in seeing 
those that have not the money to buy 
insurance. The list of really good pros- 
pects, he declares, has been cut down 
materially on account of the depres- 
sion.. One of the most necessary ac- 
complishments nowadays, he asserts, is 
to be able to pick out prospects who 
can pay for insurance. 


Another general agent who has 
watched his agents’ work very carefully 
finds that the very methodical, indus- 
trious, forceful men in the past were 
able to close one man out of every four 
interviewed. Now these same people 
working even more diligently can close 
only one out of ten. There has been 
such a drastic change in the financial 
condition of people that it has required 
great ingenuity and resourcefulness on 
part of agents to arrive at real facts. 
General agents find that some of their 
men are still mulling over old prospect 
lists and going back to men that they 
have known very “wélt and have created 
interest in life insurance with them, 
soeene that they are in a position to 
uy. 

In a number of cases it is found that 
solicitation is based almost entirely on 
the annual statement. Agents are 
forced to analyze carefully the invest- 
ments and prove the solidity of their 
companies. Perhaps never before has 
the investment portfolio figured to the 
extent that it does now. 








Inter-Southern 
Receiver Asked 


(CONTINUED FROM PAGE 3) 


against Inter-Southern, asking for a re- 
ceiver. It was strongly fought by Com- 
missioner Allin who was successful in 
having it dismissed on the ground that 
the law provided only the commissioner 
could bring a receivership proceeding. 
About the same time the four-year con- 
vention examination was started. After 
many months the report was accepted 
and filed by Allin after much dispute on 
the part of examiners as to valuation of 
assets. 
Allin Out of Picture 

Then early this year Mr. Allin, who 
apparently exerted a considerable in- 
fluence over the other insurance depart- 
ment heads, suffered a nervous break- 
down and attempted to kill himself. 

Auditor Talbott, in charge of the in- 
surance department, has not been satis- 
fied with the condition of the Inter- 
Southern and finally decided to cause a 
showdown. 

Judge Dawson, who tentatively ac- 
cepted the presidency of the Missouri 
State, later decided that the condition of 
the Inter-Southern was such that there 
was doubt as to whether it would be 
able to retain its Missouri State stock. 
Dawson suggested that the Inter-South- 
ern’s block of Missouri state be trusteed 
for five years, to guarantee that there 
would not be a change in management 
or control of Missouri State during his 
contract period. 

For several weeks the judge sat tight, 
hoping that it would be possible for the 
Dorsey interests to work out the pro- 
gram of trusteeship, but apparently they 
were unable to comply with the require- 
ment, with the result that on April 1 
Judge Dawson refused the appointment. 


Hearing Far Reaching 


The hearing April 16 may be far- 
reaching. If the courts hold the Inter- 
Southern insolvent, that would immedi- 
ately affect the Security Life. 

The last published financial statement 
listed assets $22,162,889; capital $1,032,- 
555; surplus, $750,000. Capital was ma- 
terially reduced in 1931. 

Mr. Dorsey’s entry into the Inter- 
Southern was just after the Caldwell 
crash, when various blocks of Inter- 
Southern stock, up chiefly on Caldwell 
loans, were drawn in and sold to Dorsey 
at $1.50 per share, for account of the 
Keystone Holding Co., Chicago, which 
later turned the stock over to the Secur- 
ity Life, at $1.94 a share. 

The chief officials of the Inter-South- 
ern Life and the Security Life of Chi- 











cago, which owns the control of the 








former, were taken by surprise at the 
sudden action of the insurance depart- 
ment. The Security Life people aside 
from President M. J. Dorsey were in 
Chicago and left for Louisville to con- 
fer with their associates and attorneys 
on the situation. Inasmuch as the state 
departments had concluded their exam- 
ination of the Inter-Southern, it was 
supposed that no further drastic action 
would be taken. 


Commissioner Brown's Position 


Acting Commissioner Brown of Ken- 
tucky declared that inasmuch as the 
Inter-Southern held about 150,000 shares 
of Missouri State Life stock and that 
stock had depreciated in value and its 
other securities had gone down, he felt 
its financial standing: demanded im- 
mediate action. Secretary C. J. Simmons 
of the Inter-Southern said that the suit 
was brought without knowledge or no- 
tice to the company. Officers and di- 
rectors met with Ernest Woodward, 
general counsel in Louisville, who 
stated that he felt the muddle would be 
straightened out this week. 


Action on Accident Policies 


The Louisville “Times” and Louis- 
ville “Courier-Journal,” jointly owned 
papers, which have for several years 
offered travel-accident insurance poli- 
cies to readers with subscriptions, have 
announced that while the Inter-South- 
ern Life injunction stands, the papers 
will assume full responsibility and will 
carry out all of the provisions of poli- 
cies which have been issued to their 
readers, and that renewals will be ac- 
cepted in the regular course, until the 
papers can have them transferred to 
another company. 


Life Policies Not Affected 


In the “Courier-Journal” account the 
Inter-Southern has some 90,000 poli- 
cies with $60,000 in reserves. It is un- 
derstood that the “Courier-Journal” has 
paid the Inter-Southern ten cents on 
each policy and through the company 
pays its own claims. The newspaper 
life policies of the “Courier-Journal” are 
carried in the Federal Life of Cincin- 
nati and of these it has some 11,000 
policies in force of $500 each. The 
subscriber pays 15 cents a week for the 
paper which includes the insurance and 
which is on the group annual renewable 
plan. 


VIRGINIA CITES INTER-SOUTHERN 


RICHMOND, VA., April 14—Ad- 
vised that receivership. proceedings were 
being instituted in Kentucky against the 
Inter-Southern Life the Virginia state 
corporation commission cited the com- 
pany to appear before it April 21 to 


show cause why its license to do busi- 
ness in Virginia should not be revoked, 


STEPHEN PAUL IS SILENT 


NEW YORK, April 14.— Stephen 
Paul of Hallgarten & Co. has no an- 
nouncement to make regarding rumored 
changes in the Security Life of Chicago, 
It is believed likely that some announce- 
ment will be given out following next 
week’s meeting of the Security’s board. 





“Selling Life Insurance,” by John A, 
Stevenson, gives selling suggestions, sel]. 
ing plans, and definite methods of pro- 
cedure which have proved highly suc- 
cessful in life underwriting. Price, $3.50, 
Order from The National Underwriter. 
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Col. E. J. McCormack, in Cheerful 
Message, Compares Depression to 
Delta with Great Harvest Ahead 


That the depression is an economic 
delta, rich in potential new leadership 
and wealth, was the thought expressed 
by E. J. McCormack, special home of- 
fice representative of the Columbian 
Mutual Life and president of the Mem- 
phis Life Underwriters Association, in 
an address before the Nashville asso- 
ciation. 

Col. McCormack said the present is 
testing men and methods and out of it 
will emerge new leadership and oppor- 
tunity. He said the situation was “typi- 
cally American” just as much so as 
were the periods of prosperity or in- 
flation and was no more abnormal than 
were the periods of several years ago 
when everyone was running a blue chip 
toa gold one. The pendulum had, he 
said, simply swung back. 

“We of America are not phlegmatic,” 
he said. “Without discussing the un- 
derlying causes of the present situation, 
attention might be called to the fact 
that mentally and financially we either 
dwell on the mountain tops or down 
in the valleys and that comparatively 
few of our people pursue the even tenor 
of their way building up by gradual 
process of pinch-penny savings. 


Periods Like Present No 
Nevelty in This Country 


_ “Periods such as the present are noth- 
ing new to us. We have had 19 of 
them. We no sooner emerge from one 
than we proceed to battle our way to 
new peaks individually and as a nation 
occupy the high ground for a period of 
extravagant inflation and then hit the 
toboggan again. 

“We are not easily satisfied. We want 
to do things in a bigger way. Just how 
big, we do not seem to care. If we 
develop a heavyweight we want him to 
whip the world. If we build a battle- 
ship we want it to outshoot any battle- 
ship in the world. A building is not 
satisfactory unless it is the biggest in 
the world. Our cities are relatively the 
largest as a whole in the world. Our 
standard of living is the highest. 

“These ambitions are laudable but_in 
the final analysis we pay the price. Ra- 
dios, automobiles cost money—every 
how and then we run out of money and 
We find that we have reached an alti- 
tude in which we imagine ourselves 
much better and much bigger than we 
are. We get slightly dizzy and plunge 
downward. Just at the moment we are 
in the lowlands. We have not yet begun 
'o rally from the shock and start our 
“pward climb—and while we are in this 
nancial delta why wouldn't it be a 
800d idea to study our surroundings. 


Delta of Nile Has Been 
Garden Spot of World 


For centuries the delta of the Nile 
has been the gardenspot of the old 
world. Yet in this country, it has been 
only comparatively recently that men 
did not shun the swamp lands of Arkan- 
po Ae Mississippi—the deltas. It is 
re within a score of years that we 
‘re amply draining and engineering 


and support the best of living condi- 
tions. 





“The Rio Grande valley—the so- 
called paradise of America—also the 
coastal lands of Florida and the Cali- 


fornian and midwest irrigation projects 
are all delta lands. Upon them for cen- 
turies have been the accumulated top 
soils of hills and mountains. Once re- 
claimed, the swamp lands blossom as 
does no other soil. 

“Here in this economic delta—why 
not utilize the experience that has flowed 
down to us through the rivers of the 
ages? For instance, the scores of years 
the underwriters have been saying that 
life insurance was the best investment 
in the world. Hasn't this depression 
proven it? Insurance has claimed the 
strength of Gibraltar—yet it took this 
depression to prove it. We have been 
confronted with the cry ‘I can do more 
with my money.’ It has taken this delta 
period to show that this was a fallacy. 
Scheme has been set up and system 
after system devised to get-rich-quick. 
They have all collapsed. 

“Life insurance in the midst of it all 
stands out as the saving grace. It has 
veritably been the treasure chest of the 
nation. It has been tested and found 
not wanting. 

“And so as we come out of the low- 
land—this delta—we can confidently 
look forward to an abundance of good 
things. Many thousands of agents have 
tilled the soil. For many years it has 

















MceCORMACK 


COL. 


Col. E. J. McCormack, special home 
office representative of the Columbian 
Mutual Life, delivered an inspirational 
message before the Nashville Associa- 
tion of Life Underwriters. He ex- 
pressed the’ belief that the depression 
is not abnormal in American life. 
Americans, he said, are accustomed to 
living either on the crest or the trough 
of the sea. Out of the depression, he 
said, will come new leadership and 
greater opportunity for life insurance 
than ever before. He is president of 
the Memphis Life Underwriters Asso- 


E. J. 











sarily or even usually a large-risk propo- 
sition was exploded by L. G. Simon, 
multi-million dollar producer of the 
Equitable Life or New York and au- 
thority on business insurance, who 
spoke at the monthly luncheon meet- 
ing of the Life Underwriters Associa- 
tion of Northern New Jersey. 

In a recent survey of business insur- 
ance cases in the four largest New York 
companies the average size policy was 
only $4,000, Mr. Simon revealed. The 
large policy by its magnitude has been 
given an importance out of all propor- 
tion to its frequency. The bulk of busi- 
ness insurance, as the survey showed, is 
made up of a vast number of very mod- 
erate sized contracts, indicating that a 
great many possibilities of placing busi- 
ness insurance will be overlooked if the 
agent passes up the business man of 
moderate means. 


Lapse Ratio More Favorable 


Mr. Simon also stated that 1931 lapse 
records showed that business insurance 
policies showed a much more favorable 
lapse rate than the personal insurance, 
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out the practical side of this favorable 
persistency from the salesman’s stand- 
point in the collection of renewal com- 
missions. 

While the depression has naturally in- 
creased sales resistance, Mr. Simon has 
found in it some very effective argu- 
ments to induce prospects to take out 
business insurance. 


Argument for Business Insurance 


To a prospect whose business has 
shrunk in value, he says, “In a few years 
you will be able, because of your knowl- 
edge and experience, to bring your busi- 
ness back—unless you should die. Why 
not let my insurance company write off 
the loss that would fall on your fam- 
ily in that event?” 

Mr. Simon has found he has been 
able to interest a number of prospects 
who in boom times felt they could not 


take enough insurance to cover what 
they thought their businesses were 
worth. With present-day valuations the 


amount of insurance necessary is more 
likely to be in line what they can or 
will pay for. 


| cussion in the problem of naming the 
| beneficiary so as to avoid complications 
in the event of the insured’s death and 
the 
the partners or stockholders. 


in other features of agreement of 


Agent Believes in Giving 
Prospect His First Name 


Sam R. Smith of the Union Central 
Life of Indianapolis in his soliciting 
says that he puts acquaintanceship on a 
first named basis and prospects like it. 
For instance when he approaches a man 
he does not say that he is “Mr. Smith 
of the Union Central Life,” but in his 
introduction he says, “I am Sam Smith 
of the Union Central Life.” He believes 
that this makes the interview easier and 
more informal. It breaks down a hard 
barrier. His intimate friends call him 
“Sam” and therefore he introduces him- 
self in a more intimate way than by 
using “Mr.” He believes that self con- 
sciousness is thus broken down and the 
prospect will feel easier from his end of 
the line. That does not mean that the 
agent should become familiar with the 
prospect and call him by his first name. 
In telephoning he follows the same pro- 


cedure. He always says, “Mr. Brown, 
this is Sam Smith of the Union Central 
Life.” He feels that he increases con- 


fidence in himself by presenting his name 
in this manner. 

Incidentally, a man’s introduction of 
himself as “Mr.” at any time is bad 
taste. “Sam Smith” or simply “Smith” 
is proper. 


——— 


Finds Service Cards Valuable 


T. D. Roberts, general agent at De- 
troit for the Atlantic Life, says that fol 
lowing up service cards sent by the 
policyholders service department on At- 
lantic policyholders who have moved 
into Detroit territory is proving profi- 
table to him. He finds that when a 
policyholder moves into his territory a 
call from an Atlantic representative is 
always appreciated. Since in a majority 
of instances the policyholder has made 
the move to better his position this serv- 
ice call not only builds good will but 
often finds the client with more money 
for immediate investment in life insur- 
ance. 








There was much interest in the dis- 


Can’t Compete with Amos 
Andy and Radio Blasts 


A Connecticut Mutual Life man 
who has had bad experience warns 
against evening interviewing in the 
parlor. “The radio, comfortable 
cushions and a parlor atmosphere 
are not conducive to best inter- 
viewing,” he said. He advises get- 
ting the prospect’ in his den, if 
there is one, or in the dining room 
where papers can be spread on the 
table and where there are no “par- 
lor interruptions.” The agent says 
the parlor these days is a room 
for the whole family and that is 
right. He finds it is hard for any- 
one to compete for attention with 
Amos and Andy or a jazz or- 
chestra. 
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Twelve Tips for Adding 
to Size of 1932 Sales 











The Union Central gives 12 ideas for 
increasing 1932 production that have 
been used successfully to increase the 
size of individual sales. They are as 
follows: 

1. Do your prospecting on higher 
financial levels. Do not waste time with 
prospects who can not buy. 

2. Focus the -prospect’s attention on 
income instead of on the face amount 
of the policy. 

3. Do more specific need selling. 
Hiunt something the prospect wants or 
needs and show him how your plan will 
enable him to get it 

4. Use the “insure your insurability” 
idea. Urge your prospect to buy as 
much as he can afford now while he is 
certain that he can get it. 

5. Emphasize the cash values of life 
insurance at retirement ages. 

6. Emphasize the value of life insur- 
ance as an emergency fund and as col- 
lateral. 

7. Tailor premium plans to fit the 
prospect’s finances by using interim 
term, pro-rata premiums or fractional 
premiums where necessary. 

8. Use the extra policy and the insur- 
ance certificate to place additional insur- 
ance when delivering the original. 

9 Suggest bringing the policy size 
up to a round number, or to a size that 
will bring the prospect’s insurance estate 
to a round amount. 

10. Speak of premium, amounts in 
small units such as “3 percent of the face 
amount” or “25 cents a day.” 

11. Present policies that are known 
through experience to have high aver- 
age sizes such as family income, income 
extension, progressive budget, etc. 

12. Plan, build and sell programs. 


ey 


New Premium Plan 
Is Expected Soon 


(CONTINUED FROM PAGE 1) 

This company believes that what is 
needed is a flexible system whereunder 
the man with surplus funds of $500 or 
$1,000, or virtually any amount, may 
turn those funds over to the insurance 
company as a down payment comparable 
to the original payment in the purchase 
of bonds, stocks, real estate or other 
property on the deferred basis. Then 
the subsequent smaller payments could 
be properly distributed. For instance, 
a buyer with $500 surplus funds might 
deposit that money with the insurance 
company as a down payment on a 20- 





pay life policy. Then the subsequent 
payments could be calculated and dis- 
tributed over say 12 years. 

Doesn’t Like Annuities 


This company is not attracted by an- 
nuities. It believes that the sale of an- 
nuities, although being on the increase, 
is not as great as many believe and is 
not destined to be the great factor that 
many predict. This company finds that 
the annuity is being used extensively in 
the field as an approach and as an en- 
tree. Many agents have developed the 
technique of presenting their cards with 
the statement that they are not solicit- 
ing life insurance. They are admitted 
and present an annuity plan, retirement 
income bond, pension bond, etc. But 
having gained a convert to the annuity 
plan, they suggest that by slight addi- 
tional payments, the annuity can be 
guaranteed and the life insurance fea- 
ture is thus subtly injected. Most pros- 
pects are then switched to an endow- 
ment plan. What this company feels is 
essential is to provide an adaptable de- 
pository for surplus funds. This con- 
ception has not matured to the point 
of practical application, but the concep- 
tion is the important thing. 


Less Volume, More Premium 


This company feels that in future 
years less life insurance by volume will 
be sold but premium income will be 
greater. It feels that the companies 
themselves were responsible for exalt- 
ing volume above everything else. Low 
net cost and low guaranteed cost was em- 
phasized. Low cost was dinned into 
the ears of buyers. It was not unnat- 
ural then that buyers should inquire 
about the lowest cost forms. They were 
taught to think of low costs. Accord- 
ingly, there was great impetus in the 
sale of term insurance, modified life and 
scores of actuarial brain children seek- 
ing to satisfy the appetite for low cost 
insurance, which the companies them- 
selves had induced. Then came the ac- 
counting. Cash demands became greater 
and greater. The great need for cur- 
rent cash income developed. The com- 
panies were loath to sacrifice securities 
at depreciated levels. A company which 
had made sensational gains in insurance 
in force was finding that premium in- 
come was probably adequate but was 
not large enough to leave a comfortable 
margin. 

The company which contemplates in- 
troducing the plan of taking large down 
payments on policies, about the middle 
of 1931 made a definite break from the 
sale of low cost forms and effectively 
called on the field to produce valuable 
insurance. As a result, although this 
company sold less life insurance in 1931 
than in 1930, its premium income was 
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greater and it is certain that it will sell 
less life insurancé in 1932 than in 1931, 
but its premium income again will be 
greater. 

Of course, there are questions that 
suggest themselves in connection with 
a plan to accept large down payments. 
There are life insurance thinkers who 
believe that one of the strong points 
of the institution is its steady, consist- 
ent, regular and evenly increasing in- 
come. To change the system by sharply 
increasing income, these critics might 
say, would prove successful if the sale 
of insurance with large down payment 
continued with regularity year after 
year. However, if the down payment 
plan should prove popular for only a 
few years and then interest should wane, 
there would be a reduction in income 
with probably a sharp increase in cash 
demand because of the values which 
have been created and could be drawn 
upon in one way or another. Of course, 
if there should be recovery in securities, 
increased cash demands at that time 
would not be embarrassing. 


Permanency Anticipated 


If a large down payment system were 
introduced, its sponsors would natur- 
ally have made up their minds that it 
would prove more or less permanently 
attractive. If the public could be edu- 
cated to the habit of buying life in- 
surance as it buys bonds, stocks and 
real estate on a deferred basis, there 
seems to be no reason why the system 
could not be stabilized. 

There are plenty of people entering 
upon an insurance program for whom 
the first premium is by no means bur- 
densome. They have money in the 
bank and are looking for the opportune 
time and place to invest. There seems 
to be no reason why life insurance com- 
panies should offer a depository for only 
a fraction of that man’s surplus funds. 
That money could be put into life in- 
surance and subsequent payments would 
be greatly reduced. His surplus funds 
would probably not be large enough to 
purchase single premiums forms in ade- 
quate amounts, but he is in a position 
to complete a large part of his insur- 
ance and investment program imme- 
diately. 


Pass Book Plan Effective 
For Midland Mutual Life 


The Midland Mutual Life of Colum- 
bus, O., has adopted the pass book sys- 
tem in connection with policy loans. As 
each policy loan is completed, or the in- 
terest notice is mailed to those who have 
previously made policy loans, a card- 
board pass book is mailed to the bor- 
rower showing the amount and date of 
the loan. 

If the policyholder chooses to repay 
part of the loan he can place either a 
bill, check or money order in the pass 
book and mail it to the company. Any 
remittance is subtracted from the loan 
and the date of the payment inserted to- 
gether with the balance then due. 

Only about one-third of the Midland’s 
borrower's have received the books, but 
66 percent of the loan repayments in 
March were mailed in by those who had 
received the pass books. The average 
repayment was $73.33. 


Fall River Gets Prize 


Roger B. Hull, managing director Na- 
tional Association of Life Underwriters, 
announces that he has awarded the 
special $10 prie for the best photograph 
showing the use of the National associa- 
tion life insurance exhibit by a local as- 
sociation, to the Fall River, Mass., as- 
sociation; C. McL. Hadley, president. 


Fort Worth Club Meets 

The Fort Worth Managers Club held 
its second meeting recently. J. B. Bow- 
man, Aetna, is president; Harry Brants, 
Travelers, vice-president, and A. 
Weir, Franklin Life, secretary. There 
are 22 companies represented in the 
membership. 





Policy Premium Notes and 


Loans for Two Years Given 


(CONTINUED FROM PAGE 1) 
1931 

N. W. National. 9,982,964 
N. W. Union, Ill. 24 
Occidental, Cal.. 
Occidental, N.C. 
Ohio National... 
Ohio State Li 
Old Line, 
Old Line, Boas 
Old Rep. Cr., Ill. 
Oregon Mutual.. 
Our Home, D. C. 
Pacific Mutual.. 
Pacific N., Utah. 
Pacific St., Cs 
Pan-Amer., La.. 
Penn Mutual.... 
Peoples, D. C... 
Peoples, Ind.... 
Peoria Life, Lll.. 
Philadel. Life... 
Phoenix Mut.... 
Pilot Life, N. C. 
Pioneer, Neb.... 
Pioneer, S. C.... 
Pioneer N., Kan. 
Planet, Tex..... 
Policyholders 

Natl., S. D.... 
Postal L., N. Y.. 
Postal Nat. 

 ’ } 
Presby. Min., 
Protective, 
Provident, N. 
Provident 

L. & ,-= 
Prov. Mut., 
Prudential 
Puritan, R. 
Pyramid, 
Pyramid, 
Register 
Reliance 
Reliance 
Republic 
Res. Loan, 
Rio Grande, Tex. 
Rockford L., Ill. 
Royal Union.... 
St. Louis M., Mo. 
San Jacinto, Tex. 
Scranton L., Pa. 
Seaboard, Tex.. 
Security, Ill.... 
Sec. L. & T., N. C. 
Security M., N 
Security M., N. ¥ 
Sentinel L., 
Service L., 
Shenandoah, 
Southeastn., 8. C. 
Southern 

L. & H, A 
Southland, " 
Southwestn., Tex 
Standard, Pa.... 
State Farm., Ill. 
State Life, Ill... 
State Life, Ind.. 
State Mut., Mass. 
State Res., Tex.. 
Stonewall, Miss. 
Sun Life, Can.. 
Sun Life, Md.... 
Sup. Liberty, Ill. 
Surety Life, Mo. 
Teachers 

L. & A., 
Texas Life, a 
Tex. Prudtl., Tex. 
Tex. Secur., Tex. 
Travelers, Conn, 
Union Centl., O.. 
Un. Co-Op., D. C. 
Un. Labor, D. C. 
Union Life, Ark. 
Union Mut., I 
Union Mut., 
Un. Pacific, > 
United Ben., N 
United Fid., 
United Ins., » 
Unit. L.&A., N. H. 

i . Kan.. 
United Mut., Ind. 
United St., N. Y. 
Universal, Tenn. 
Victory, Kan.... 
Va. L. & C., Va. 
Volunteer State. 
Wash. Nat., Ill.. 
West Coast, Cal. 
West. & Southn. 
West. Res., Tex. 
Wisconsin Life.. 
Wisconsin Natl. 


ee 
3,542,521,926 2,951,273,810 
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bo 
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316 
11,672,409 


$1 
4,831,657 
2,313,184 
794,434 


715,635 
602,555 


1,065,687 $74,710 


*Springfield Life not included. 


Connecticut Mutual Figures 


An increase of 15.8 percent in paid-for 
business is shown by the Connecticut 
Mutual for the first quarter. The total 
on this paid-for business for the first 
three months is $29,834,468, and for the 
same period last year, $25,756,568. This 
is an increase of $4,077,900, or 15.8 pet 
cent. During the same _ period the 
amount of insurance in force has © 
creased from $967,236,495, by $5,211,088, 
to $972,447,577. 





